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BRITISH NEWSPAPER ADOPTS 
COUPON INSURANCE 10 GET 
3,000,000 NEW READERS 


“News of the World,” London’s 
Biggest Paper, Will Use Eagle, 
Star & British Dominions 


DEAL CLOSED BY TELEPHONE 


Interview With Manager R. A. 
Moore Indicates Smoothness 


With Which Claims Are Paid 


By CLARENCE AXMAN 


London, June 22—The British news- 
paper with the largest circulation 1s 
“News of the World.” It is a sensa- 
tional sheet, issued on Sunday, and its 
editor is one of the most distinguished 
men in Great Britain. He is Lord Rid- 
dell. : 

During the war Lord Riddell was chief 
liaison man between the British Govern- 
ment and the newspaper men of the 
world. Many Americans met him when 
he came to the United States, ostensibly 
as “a correspondent” during the Naval 
Disarmament Conference some years 
ago, but in reality as a propagandist for 
Great Britain. By his clever work he 
succeeded almost overnight in making 
the American nation believe that France 
was a militaristic nation. 

The circulation of “News of the 
World” is 3,000,000. Recently it has in- 
stalled a number of new presses and is 
out to increase its circulation to 6,000,000. 

How does it intend to do it? 

By newspaper coupon insurance. 

The company carrying the risk is the 
Eagle, Star & British Dominions, which 
probably carries more newspaper coupon 
policies than any company in the world. 
It already has “The Daily Mail,” “The 
Evening World” and numerous other 
newspapers. The other companies which 
have gone in for newspaper coupon in- 
Surance are the General Accident and 
the Guildhall, formerly the Auto Car. 


How Coupon Idea Has Grown 

Newspaper coupon insurance had its 
origin in England and is the greatest 
circulation building device which news- 
Papers know. Millions of people are 
covered for a variety of insurance risks 
and for amounts almost impossible for 
Americans to believe when one takes in- 
to consideration the low price and the 
€ase with which a person can obtain 
the coverage. 

he insurance companies do not even 
know the persons they insure until there 
18 a claim. The question of moral haz- 
ard does not figure because anybody 
can subscribe for a newspaper. News- 
Paper coupon insurance went over the 
hurdles to great success and to tri- 
umphant prestige when “The Daily Mail” 
Paid within twenty-four hours $250,000 
as a result of a railroad accident in Eng- 
and two years ago when a number of 
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PHOENIX 


Assurance Company, Ltd. 
of London 
150 William Street, New York 


A Corporation which has stood the test 
of time! 147 years of successful business 
operation. World-wide interests. Abso- 
lute security. 
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Excellent Service and Facilities 
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33% Gain! 


in Paid-for New Business, comparing the first six months of 
1929 and 1928. In dollars of delivered insurance the gain is 


$41,247,378 


equaling our gain for the entire prosperous year 1928. 
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34% Gain! 
in Paid-for New Business in June, compared with June, 1928. 
eS 
THE EXPLANATION 


These notable figures are the result of our new system of 
recruiting, training, and supervising, together with our educa- 
tional schools and other strong aids to selling, including an 
up-to-date Direct Mail Department,—all reinforced by our 


Split-Second Service! 


* * 





WM. A. LAW, President 
WM. H. KINGSLEY, Vice-Pres. HUGH D. HART, Vice-Pres. 





The Penn Mutual Life Insurance Company 
Philadelphia _ 


Independence Square Founded 1847 




















GROUP INSURANCE BEING 
~ STUDIED BY SOME STATE 
INSURANCE DEPARTMENTS 


It Is Understood Group Was Gen- 
erally Unprofitable For Com- 
panies Last Year 


COSTS NOW CHIEF PROBLEM 


No Check On Trend Toward 
Broadening Group Field; Com- 
petition Continues Keen 





The insurance departments of some 
States are just now giving serious study 
to the general situation in group life 
insurance. It is no secret that the com- 
panies generally speaking have not found 
their group operations profitable. Some 
of the biggest group writing companies 
absorbed very substantial net losses last 
year on this business and this is one 
of the angles of the subject that is re- 
ceiving attention. This is also a mat- 
ter that is pretty sure to come up be- 
fore the National Convention of Insur- 
ance Commissioners at the meeting in 
Toronto in September; if not in open 
session, at least for informal discussion 
in committee. 

Closely tied up with the underwriting 
experience is the expense in handling 
group business. The allocation of ex- 
pense in the home office end of the 
group business is an extremely diffi- 
cult and intricate process. The compa- 
nies have been required to make such 
an allocation for the information of in- 
surance departments but the results vary 
greatly because of the differences in 
home office organization. 

Even those companies which have sep- 
arate group insurance departments do- 
ing the bulk of the clerical work of the 
business, necessarily use the general de- 
partments of the company to a consider- 
able extent and a real allocation of ex- 
pense is expected to take in the whole 
picture. It doesn’t make the situation 
any easier that the group business is 
one of enormous detail and this allo- 
cation of costs of putting the group 
business through the general company 


organization becomes a very complex 
matter. : 


No Let-Up in Drive For Group Cases 


There are some who believe that this 
question of costs of group business may 
soon come to the front as the crux of 
the group life problem. On the ques- 
tion of costs depends the company’s net 
position—whether it is in the red or 
the black on its group business. It is 
even contende? in some quarters that 
a rigid system of allocation of expense 
would put some companies which now 
credit themselves with a profit on group, 
over on the wrong side of the ledger. 


(Continued on_page 8) 
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3 , 3 
IT’S NOT THE HEAT, IT’S-- 
In hot July 
They say they'll buy | 
When they come back . . ... - «+ e+ + + + + + + September 
But in the fall 
They don’t at all 
They say come back . . 1 1. 6 1 0 eo 6 ee ew bw ew November 
They don’t sign then 
But tell you when 
They get their raiseon. . . . . . - + + + © «© © « + New Year's 
And January comes along 
(there surely must be something wrong) 
They sing the old familiar song... . ... +++ + + + “Arrears” 
Oh! what the devil should you do 
You’ve missed the point and lost your cue f 
The fault dear reader may be . . ... +--+ + «© « J 
—TRY— 
O zed Servut 
MASSACHUSETTS MUTUAL LIFE INSURANCE CO. 
225 WEST THIRTY-FOURTH STREET, NEW YORK CITY Telephone Chickering 2384 
LEYENDECKER BRANCH BRONX DIVISION 
225 Broadway 566 Courtlandt Avenue 
Telephone: Barclay 3670 Telephone: Melrose 2225 
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Union Central Convention At Los Angeles 





President Clark Tells 
Of Home Office Plans 


WANTS CONTACT WITH FIELD 





Change in Home Office Committee Or- 
ganization; Service to Field One 


of His Aims 





Jesse R. Clark, Jr., made his first ap- 
pearance as president before an annual 
convention of the Union Central Life field 
organization at the Los Angeles meeting 
last week although he is well known to 
the entire organization because of his 
years of service as chief financial officer 
of the company. President Clark’s ad- 
dress is given below in part. 


I am a firm believer in life insurance 
and Union Central life insurance. 
believe as treasurer I carried. as big a 
line, if not more, than any other officer, 
and when I became president I increased 
this line without any solicitation from 
anybody $100,000. My total including 
additions, is now $250,000. It is all in 
the Union Central and most of it is on 
the twenty-payment plan. When I to- 
taled my annual premiums, I concluded 
that possibly I have overdone it and I 
told Mr. Shuff, when he made one of 
his intimate little calls to see whether 
I was on the job, that paying for my 
life insurance was going to keep me 
poor, but that if I am to be kept poor 
I would rather have it as a result of 
paying for life insurance than anything 
else. At this Mr. Shuff said, “Mr. 
Clark, when I turned in your application 
I thought you might want an additional 
policy and I hope you will decide to 
take it.” 

My wife and I worked out a special 
beneficiary clause, one of those with a 
lot of those “pre-deceases” in it. My 
wife was very much’ interested in this 
clause and particularly the provision for 
the children. At the time I mentioned 
that I thought we were putting too much 
in insurance and she made some refer- 
ence to our three year old and said, “No, 
don’t reduce your insurance.” She is 
insured in the Union Central, but. I be- 
lieve that it was the special beneficiary 
clause for the children that has im- 
pressed her more than anything else. 

People seem to have so many differ- 
ent impressions of this job of president. 
Some think it is a great honor and long 
summer and winter vacations, trips to 
Europe and all that mortal could wish 
for, but no work. Others think that the 
president does all the work, and one 
would suspect that this idea predomi- 
nates, for nine out of ten told me, “Don’t 
work too hard.” It is rather nice to 
have such a job, where instead of- being 
pushed to work, everyone is urging the 
opposite. 

All of my training has been in the 
financial department, but I assure you 
that I am not going to be a financial 
president. I feel that I know the insur- 
ance business. It is possible that I do 
not know the details, but you who are 
Specialists on the subject probably are 
learning something new every day. I 
feel that my training will prove of great 
advantage to me, for I come into the of- 
fice without any prejudices. I have no 
partiality to any one department; I have 
No pet policies that I am going to urge 
on you; I have not been responsible for 
a single rule in the manual; I have had 
Nothing to.do with the methods followed 
In the insurance branch of the business, 
8o I come into the office as president 
absolutely untrammeled, absolutely free, 
and I find that there are numerous ad- 
vantages of being in such a position, and 
the principal one is I shall be in a po- 
sition to give you the greatest co-op- 
tration. Please do not consider this an 


Invitation to ask for a lot of exceptions, - 


(Continued on Page 4) 





JESSE R. CLARK, JR. 


Curtis Biltmore Studios 


GEORGE L. WILLIAMS 





Over 600 At Union 
Central Convention 


DELEGATES ENJOY SIDE- TRIPS 





Banquet and Other Entertainment Fea- 
tures; New Managers Introduced; 


Some of the High Lights 





More than 600 agents and wives as- 
sembled last Monday morning in the 
ballroom of the Biltmore Hotel, Los An- 
geles, for the first session of the Union 
Central Life’s agency convention. They 
were all in holiday mood after their en- 
tertaining trip across country from their 
homes in forty-five other states. Four 
special trains were required to bring the 
delegates from the East and Middle 
West to Los Angeles. One train start- 
ed from New York, carrying nearly 150 
persons, more than half of them mem- 
bers of the C. B. Knight metropolitan 
agency, which has been producing at the 
rate of 50 millions during 1929. One 
train started from Chicago, another from 
Cincinnati, and a fourth from Memphis. 


Sightseeing En Route 


A number of interesting side-trips 
were enjoyed by the delegates en route 
to the convention. The New York train 
stopped for an entire day at Niagara 
Falls, where the delegates had ample 
opportunity to enjoy all the fascinating 
features of that territory. The day con- 
sisted of a bus ride to Goat Island, with 
stop-offs at both the American and Ca- 
nadian Falls. Then there was a ride on 
the famous “Maid of the Mist” and a 
trip across the river to Canada. 

Following dinner in Canada the dele- 
gates were taken for a ride along the 
gorge of the Niagara, visiting the Cave 
of the Winds and taking the trip across 
the river in the famous aerial cable car. 

At Kansas City the four trains met 
and proceeded along the same route, 
stopping at various points of interest 
along the way. 

An entire day was devoted to viewing 
the splendors of the Grand Canyon, 
where delegates enjoyed themselves ac- 
cording to their pleasure with automo- 
bile trips around the rim of the canyon, 
burro rides, airplane trips and walks. In 
the evening the delegates were enter- 
tained by dances by the Hopi (pro- 
nounced Whoopee) Indians. 

Arriving at Los Angeles Sunday morn- 
ing, the conventioners were met at the 
train by members of the Los Angeles 
agency under the direction of Manager 


Roy H. Heartman and Assistant Mana- 
ger E, A. Kelloway. Special transporta- 
tion had been arranged to take them to 
the Biltmore Hotel, where an unusual 
plan of arranging reservations had been 
worked out. Instead of the usual long 
lines at the room clerk’s desk, room slips 
were handed individually to each dele- 
gate as he entered the’ hotel lobby and 


he found himself comfortably situated in ° 


his room within a few minutes after 
leaving the train. 

At the close of Monday morning’s ses- 
sion, a special luncheon was held for 
wives of agents attending the convention. 
More than one hundred ladies attended 
the luncheon. 

At the same time a banquet was held 
for nearly 100 new men who have en- 
tered the ranks of the Union Central 
since the last convention at Cincinnati 
a year and a half ago. Managers, gen- 
eral agents and million dollar producers 
were also guests at this luncheon. Julian 
Boehm, veteran member of the Atlanta 
agency, known through the Union Cen- 
tral organization as the master of cere- 
monies, kept the delegates laughing for 
more than an hour with his clever in- 
troductions and comments. 

Monday evening the annual agency 
banquet of the company was held in the 
Biltmore banquet hall. Following this 
was an elaborate special entertainment 
and dance for the delegates. 

Tuesday afternoon was devoted to see- 
ing the sights of Los Angeles. The vis- 
itors were taken on a tour of Beverly 
Hills, Hollywood and Santa Monica. A 
special treat had been arranged at the 
Universal Studios, where the delegates 
had the opportunity to view the shooting 
of a number of scenes. 

The first session of the convention was 
opened in the customary manner by 
Walter L. Tougas of the Boston agency, 
the company’s well known song leader. 
As the popular Frenchman mounted the 
platform, cries for “Allouette” were 
heard on all sides above the cheering. 
This French song, introduced at Union 
Central conventions years ago by Mr. 
Tougas, has become a time-honored tra- 
dition in opening Union Central conven- 
tions. 

Welcomed by Heartman 

Following the singing, Manager Roy 
H. Heartman of the Los Angeles agency 
welcomed the delegates to California. 
Following his remarks he told them that 
his ambition during the convention was 
to be happy, and that the only way he 
could be happy was to make them happy. 


(Continued on Page 6) 


G. L. Williams Tells Of 
New Union Central Tools 


ENDOWMENT AT 75 FEATURED 





Special Conditions Under New Settle- 
ment Option; New Rate Book 
Supplement 





Among the most important announce- 
ments at the Union Central convention 
were those made by George L. Williams, 
vice-president, when he stated that the 
Union Central was ready to offer its 
agents a number of new selling tools. 
Among the most important was a new 
policy, a new settlement option and the 
statement that the company would quote 
dividends to age sixty-five on all forms 
of policies. A new policy form to be 
used on all kinds of insurance was also 
announced. 

Mr. Williams pointed out the tremen- 
dous sales assistance which the dividend 
quotations would mean to Union Central 
agents, calling attention to the fact that 
if dividends were left at interest on 
policies issued at early ages, by age 
sixty-five the accumulated dividends 
alone would be greater than the total 
premiums paid in and the cash value 
would be net profit to the policyholder 
over and above the protection enjoyed 
during the years the policy had been in 
force. A description of the new policy 
with illustrations of results was given in 
The Eastern Underwriter last week. 

Mr. Williams also called attention to 
the sales value of the new rate book 
supplement which shows not only the 
amount of dividends accumulated at in- 
terest on all important policies by ages 
sixty and sixty-five but also the number 
of years required to mature as endow- 
ments the various forms of life -policies 
by leaving dividends with the company 
for that purpose. 

Features of New Equipment 

The new rate book supplement, which 
was passed out to the convention dele- 
gates, also shows the amount of divi- 
dend accumulations on Union Central 
personal life income policies at ages 
sixty and sixty-five. 

In announcing the new policy, which 
is an endowment at seventy-five, Mr. 
Williams pointed out that “The founda- . 
tion of insurance rests on economic ne- 
cessity to offset contingent losses. In- 
surance has not created its market. 
Every kind of insurance there is was 
devised to meet an economic problem 
that already existed and called for a so- 
lution. No other solution as good could 
be found under the existing conditions 
or the insurance solution would not have 
been adopted.” 

He recalled the fact that when insur- 
ance originated conditions of life were 
simple, as compared with our present 
intricate social and business organiza- 
tion, and consequently life insurance was 
devised so as to contemplate only the 
payment to the family of the insured of 
a single sum. 

“Years ago emphasis in sales talks and 
policy contracts was principally on death 
benefit and little on the investment value 
of life insurance. The rate of interest 
used in quoting premiums was, lower 
than could be realized on private invest- 
ments. Companies did not divide their 
excess interest earnings with policyhold- 
ers and life insurance did not present to 
policyholders the favorable investment 
field it does today.” 

He continued by pointing out that life 
insurance is coming to be used more and 
more for investment purposes, recalling 
that in 1910 of the three hundred ten 
millions of poligy proceeds paid out, only 
47%. was paid to living policyholders, 
whereas the percentage has steadily in- 
creased since that time until 1927, when 
of the billion and a half paid out by 


(Continued on Page 14) 
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Union Central Agents’ Convention 








Union Central Adopts 
Program of Expansion 


SUP’T. CLARK’S ANNOUNCEMENT 





Aim At Increase in Business of 10% a 
Year For Next Ten Years; Plans 
For Program 





Jerome Clark, superintendent of agen- 
cies of the Union Central Life, closed 
the agency convention at Los Angeles 
with a stirring speech announcing a pro- 
gram of expansion involving an increase 
in business of 10% a year for the next 
ten years, and the delegates rose and 
cheered for nearly five minutes. Ener- 
getic co-operation between agents, man- 
agers and home office officials was the 
foundation upon which would be built 
this new program of development, said 
Mr. Clark. 

“We are meeting in this room to lay 
down the general specifications of our 
program for the coming year, and will 
go away from this meeting each with 
his own part to play in the general 
plan,” continued Mr. Clark. “It seems 
to me that our program can be ex- 
pressed in a single word—a word which 





JEROME CLARK 


expresses a common goal for the man 
in the field, the agency manager and the 
company—and that word is ‘growth.’” 

He brought out the fact that this 
growth must come through constant im- 
provement in technique. 

“Every day the public is demanding 
of us a more comprehensive and special- 
ized service in the widespread phases of 
our business and the buyer of insurance 
is judging us largely by our inability to 
render that service,” he said. “This is 
putting a heavy burden on the man in 
the field selling life insurance and I see 
no escape from it. The only solution 
is study, not intermittant cramming or 
word of mouth passing on of informa- 
tion, but rather some systematic, day 
by day progress in the mastering of 
those things it is necessary, for us to 
know. 

Growth By Equipment 


“We are fortunate in one particular. 
I know of no business which offers a 
more complete series of textbooks or has 
at its disposal more worthwhile period- 
icals than life insurance. I know of no 
group of salesmen who are more gener- 
ous in offering for the general good a 
description of their working plans than 
life insurance men. Growth in technique 
is only possible through regular syste- 
matic study and it is an ever-important 





Use Telegraph And Air Mail To Catch 
Prospect’s Attention, Says Wiederman 


“Every insurance agent with the 
Union Central Life is the potential pro- 
ducer of $1,000,000 of business a year,” 
said B. A. Wiederman, million dollar 
producer, of the San Antonio agency of 
the Union Central Life, in a five minute 
talk before the agency convention. 

“The trouble with the life insurance 
agent and the thing which keeps every 
underwriter from being a big producer 
is the fact that we have no set time 
when we must report for duty; our time 
is our own,” he said. “The average 
agent comes into the office in the morn- 
ing, has an argument about baseball, fol- 
lows it with a dissertation on whether 
a certain. friend owes him a bet and 
then finishes the morning with a chat 
over a cup of coffee. In the afternoon 
he devotes his time to a discussion of 
the great game of golf and before he 
knows it, the day is gone,” Mr. Wied- 
erman said. 

Mr. Wiederman paid high compliment 
to Joseph P. Devine, manager of the 
San Antonio agency of the Union Cen- 


tral, as a man who could make the agent 
realize the folly of wasting his time at 
worthless things. He urged the Union 
Central field force to wake up, quit 
wasting time, and get down to the busi- 
ness of placing life insurance, which is 
the greatest benefit to mankind of which 
he knew. 

President Jesse R. Clark, Jr., had said 
in his opening speech that he carried 
$250,000 of insurance. To the amuse- 
ment of the audience, Mr. Wiederman 
demonstrated the qualities which have 
made him a million dollar producer for 
a number of years by requesting the 
chance to present to Mr. Clark the ad- 
vantages of the company’s “Endowment 
at 85 Business Protection Policy.” 

Mr. Wiederman ably demonstrated 
that no obstacle is too great for the 
up and coming life insurance agent to 
overcome when he pointed out the ad- 
vantages of telegraphing and using the 
air mail to those who had complained 
about the delays in converting term pol- 
icies to other forms and getting policies 
issued. 





element for those who are planning and 
intending to grow in the business. It is 
not the six feet that makes the tall 
man,-but the two inches above the av- 
erage. Your stature in the life insurance 
business is going to be judged by your 
ability to grow above the average.” 

Superintendent Clark added that the 
growth in technique was not to be con- 
signed to men on the firing line but that 
it must be shared equally by agency 
managers and by the home office in the 
performance of their respective tasks. 
He declared that there was more room 
for growth in the field of agency man- 
agement and organization than in that 
of salesmanship and recalls that while 
there has been thousands of books writ- 
ten on salesmanship and life insurance 
that it was only five years ago that the 
first book was written on agency man- 
agement. 

He showed how a man who was mak- 
ing thirty calls a week could increase 
his business 10% by just making three 
more calls a week. He showed also how 
an increase in technique could bring 
about the desired result. In other words 
if a producer was in the habit of clos- 
ing ten interviews out of one hundred, 
if he could improve his technique to the 
extent that he would close eleven out of 
one hundred he would have increased 
his production 10%. 

Illustrating what such an_ increase 
would mean to the individual producer, 
Superintendent Clark put the example 
of a man producing a quarter of a mil- 
lion a year. At average rates, he stated, 
would mean $3,700 a year in commis- 
sions the first year. As a result of re- 
newals (taking into consideration termi- 
nations) this would increase to an in- 
come of $6,250 by the end of the tenth 
year. If, however, this man would not 
stand still but would increase his pro- 
duction 10% per year for ten years it 
would mean that by the end of that time 
‘he would make more than $12,000 a 
year. 





President Clark 


(Continued from page 3) 

for I intend to be very firm in individ- 
ual cases. What I want to do is to give 
my attention to general rules and poli- 
cies that will be of benefit to all the 
business rather than a few individual 
cases. 

I have made only a few changes in 
our organization. I have felt for some 
time that our executive committee has 


been principally a finance committee and 
it would be desirable to have a more 
even balance between the insurance and 
the financial. In order to do this I have 
created a new committee, the investment 
committee, and we were fortunate in- 
deed, as indicated to you in our “Bulle- 
tin,” to have Judge Murphy’s consent to 
take the chairmanship of this commit- 
tee. This has meant his retirement from 
the bench where he has served for many 
years, and we shall have not only the 
value of his wide experience, but we 
shall enjoy his genial personality. 

I have given more power to the in- 

surance committee and the office systems 
committee, and as the interests of these 
committees and your interests are so 
closely allied, I am glad to assure you 
that I think you will soon see some very 
decided results from the operation of 
these committees. I have put on the in- 
surance committee and office systems 
committee representatives of each of the 
insurance departments and I have given 
more power to these committees. I think 
this will result in better co-ordination 
between the departments of the insur- 
ance branch of the business and better 
office methods. 
_ There are other changes I have made 
in the committees but I don’t think you 
are particularly interested in these de- 
tails. 

After working out the committees, I 
was glad to find out that I had adopted 
practically the same committees as the 
Metropolitan and I had also followed 
their scheme of having the principal of- 
ficers interested as clerks of the com- 
mittee. 

I regret exceedingly that we cannot 
announce an increase in dividends, but 
the thought occurs to me as to why 
we cannot see some good in the divi- 
dend situation as well as the hardship, 
and I refer particularly to the home of- 
fice. I believe I see traces already of 
good that has come as a result of this, 
for I believe the dividend situation has 
forced the home office to get higher on 
their toes in giving service to the field. 
I think there is still room for improve- 
ment, for there are delays at the home 
office that seem to be inexcusable. There 
is an advertisement in an insurance pe- 
riodical called “Split Second Service.” 
Why should not we lead in prompt serv- 
ice? I intend to put all of my effort 
in this direction and see if we can not 
have a general housecleaning of some of 
our faulty methods and some of our anti- 
quated rules. I want each and all of 


Translate Policy Into 
Objectives Says Bragg 


AGENT MUST SELL SELF FIRST 





Philadelphia Manager Tells Union Cen- 


tral Convention to Plan for 





“Sell yourself a program for delivery 
of immediate money just as earnestly 
as you sell your prospect a contract, for 
the delivery of money at a future time, 
and each of you will find your next few 
months’ production the largest and the 
cleanest that you have ever had,” James 
Elton Bragg, manager for the Union 
Central in Philadelphia, declared in his 
talk, entitled, “I, Me, Myself,” given be- 
fore the Union Central agency conven- 
tion at Los Angeles. 

“Only two things can hold us_ back 
and prevent our making the next few 
months the greatest in the Union Cen- 
tral history through the enthusiasm and 
ideas we have gained at this convention, 
and those two things are laziness and 
lack of confidence in ourselves. Lazi- 
ness is a relative matter and it can exist 
only with regard to your action relative 
to your major aim. Avoiding it, is mere- 
ly a matter of knowing where to lay 
the emphasis of our efforts. It is pure- 
ly a problem of stimulating interest in 
our own job and organizing our facili- 
ties. 

Before the policy can be sold, it must 
be translated into terms of what it will 
do for the prospect. Mr. Bragg urged 
the assembled field force to sell itself 
on life insurance-selling in the same 
way. 

“Make a list of the things you want 
in the next five months and paste them 
on your mirror. Then read them every 
morning after you get up. You will find 
it will improve your salesmanship,” he 
declared. 

“We all have that spark of something 
in us which will lift us to do the things 
that we want to do,” Mr. Bragg said, 
while talking on lack of confidence. He 
expressed his firm belief that when a 
man feels an urge to accomplish a cer- 
tain act, that very urge is evident of the 
power within him to do it. 





you to help me in this and write me per- 
sonally whenever you see anything in 
the handling of the business that can 
be improved. 

There has always been and there al- 
ways will be a most cordial relationship 
between the home office and the field. 
Many of you have commented on the 
fact that in other large companies the 
only contact of the field with the home 
office was through the agency officers 
and you never saw the president. In 
the Union Central the door of the presi- 
dent’s office always has been and always 
will be open to every Union Central rep- 
resentative. I am interested in getting 
a first hand account of your problems 
and I hope when you come to the home 
office you will come in to see me. 

I fear that the numerous personal ref- 
erences in this address will make you 
feel that I should have switched titles 
with Mr. Bragg and called my address, 
“T, Me, Myself”; or could we not im- 
prove on it and make it, “We, Us, Our- 
selves”’—“We” representing the agency 
staff, of which many are outstanding 
agency executives and producers in the 
country; “Us” representing the financial 
correspondents who have always been 
the leaders in the farm loan business; 
and “Ourselves” the home office, where 
every officer is an outstanding one in 
his branch of the business. This pow- 


erful triumvirate combined with the fine 
traditions of our company ought to be 
an inspiration to us to see to it that the 
Union Central continues to be the best 
company on the earth. 
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Brage And Allen Form 
Agency Partnership 


BOTH NOTABLE AS EDUCATORS 





Join in Philadelphia Agency of Union 
Central; Sigourney Mellor Continues 
ome Life Agency 





James Elton Bragg, manager at Phila- 
delphia for the Union Central Life, has 
formed a partnership with A. Rushton 
Allen and the combination will hereafter 
be known as the Bragg and Allen 
Agency. Mr. Allen is a native of Phila- 
delphia and until recently was associated 
with Sigourney Mellor, manager for the 
Home Life of New York. The Home 
Life’s arrangement with Mr. Mellor con- 
tinues as heretofore. 

Mr. Bragg and Mr. Allen are both 
well known as insurance educators and 
their association recently in an evening 
life insurance course had something to 
do with their forming the partnership. 
Mr. Bragg has had a remarkable career 
as an educator and underwriter. He is 
equally well known in New York and 
Philadelphia and has been in great de- 
mand as a speaker. His skill in arrang- 
ing effective educational meetings caused 
his selection as head of the committee 
which is preparing the program for the 
coming convention of the National As- 
sociation of Life Underwriters. 

Mr. Allen first went with the Provi- 
dent Mutual Life and was producing at 
the rate of a million a year when he 
was made a general agent for the com- 
pany in New York, where he was also 
associated with Sigourney Mellor. Mr. 
Allen has also been a general agent for 
the Provident in Cleveland. 





P. E. ORR MANAGER AT BUFFALO 





Takes Over Union Central Agency 
There; Was Formerly Executive 
Secretary of N. Y. Association 
The Union Central Life has appointed 
Paul E. Orr manager of the Buffalo, 
N. Y., agency succeeding C. H. Jackson, 
who has resigned. Mr. Orr has for the 
past six years been assistant manager of 
the New York State Insurance Fund. 
He first entered the business as an agent 
in his native state of Georgia where he 
represented the Travelers. He came to 
New York City in 1921 where he was 
affiliated with the W. R. Collins office 
and he became executive secretary of 
the Life Underwriters Association of 


New York, 





PROFIT ON FORECLOSED FARMS 





Treasurer Green of Union Central Gives 
Company’s Experience on Acquired 
Properties 
Of all the farms to which the Union 
Central Life was forced to take title 
as 2 result of the depression in agricul- 
ture, 55% have been sold at a profit 
above interest due, taxes and expenses 
Incident to foreclosure, according to a 
Statement of Robert M. Green, treasurer 
of the company, at the convention in 

Los Angeles. 

“It is probable that we should be in 
4 vcry serious situation at present,” sail 
Mr. Green, “if we had held the primary 
Security of any other industry or type 
of wealth except agriculture under such 
conditions as those of the recent facta 
depression.” 





_J. SMITH HART DEAD 

i Smith Hart, for the past forty-five 
years in the service of the Provident 
Mutual Life and since 1911 a supervisor 
at the home office, died last week in his 
Seventy-first year. 

Mr. Hart joined the Provident Mu- 
tual in 1884 as an assistant to Joseph 
Ashbrook, then manager of the insur- 
ance department. William S. Ashbrook, 
agency secretary of the company, has 
Sent a letter to the field organization 
*xpressing the company’s appreciation of 
“ir. Hart’s long service and fine per- 
Sonal qualities. 





INSURANCE 
STOCK 
PURCHASES 


made at present low prices 
should soon return excel- 
lent profits. Increased 
earnings in both under- 
writing and investment 
departments are resulting 
in larger actual values back 
ot the stocks of good in- 
surance companies, and 
these increasing values must 
eventually be reftected in 
higher prices for the securi- 
ties of insurance companies. 
At the present time when 
values are high and prices 
are low, our advice is to 


BUY 
INSURANCE 
STOCKS 


Perez F. Huff Co., Inc. 


Members Unlisted Securities Dealers’ Association 
Members of the Association of Bank Stock Dealers 


75 Matwen Lang, New York 
Telephone Beekman 6480 





Changes Proposed In 
Tax On Life Companies 


BEFORE CONGRESS COMMITTEE 





Report On Investigation Makes Recom- 
mendations; Tax Returns Cut Down 
By National Life Decision 





The Joint Congressional Committee on 
Internal Revenue Taxation at Washing- 
ton has before it a report by a special 
investigator on methods of taxation of 
life companies which makes specific rec- 
ommendations as to such taxation. This 
report has been filed with the commit- 
tee for its information but it does not 
imply what the comngittee’s action may 
be on the subject. It is not believed 
probable that Congress will get around 
to legislation affecting this tax until the 
regular session in December as the tariff 
and other matters are occupying con- 
gress just now. 

The proposals for a change in the 
method of taxing life companies are in 
part brought about as a result of the 
government’s reduced income from this 
source due to the United States Supreme 
Court’s decision in the National Life of 
Vermont case and the large refunds to 
the companies that followed. 

After investigation of several methods 
of taxing life companies the method pre- 
sented in the report for examination and 
analysis is as follows: 

First, that their gross income should 
include all interest, dividends, rents re- 
ceived in the taxable year, except in- 
terest from tax-exempt securities. 

Second, the net income should be com- 
puted by deducting from gross income 
domestic dividends, investment expenses, 
real estate expenses, depreciation, inter- 
est paid, and a specific exemption of 
$3,000 in the’ case of companies having 
net income of $25,000 or less. The de- 
ductions would be defined as in the pres- 
ent law and subject to the same limita- 
tions. The special deduction of 4% of 
the mean reserves and 2% of the re- 
serve for preferred dividends, provided 
for in the 1928 act, would not be al- 
lowed under this plan. 

Third, tax to be computed on the net 
income, by applying a rate equal to one- 
third the rate of tax levied on ordinary 
corporations for the same taxable year, 
or at the insurance company’s option, 
to be computed at the full standard cor- 
poration rate upon the net income com- 
puted on the cash receipts and disburse- 
ments basis under the same provisions as 
in the case of ordinary corporations. 

According to the report such a method 
of taxation would meet the requirement 
of a fair tax and for the year 1927, the 
report says, would result in a total tax 
upon life insurance companies of approx- 
imately $26,605,000. 

The conclusion of the report, after de- 
tails of the discussion of the investiga- 
tion, says, first, that the present system 
of taxation of life insurance companies, 
as now applied under the interpretation 
of the Supreme Court of the United 
States, gives a tax that is “entirely in- 
adequate.” Second, that it appears that 
the tax on life insurance companies in 
no case should be less than the amount 
resulting from the application of the 
regular corporation rate to the annual 
increase in surplus and to the dividends 
to stockholders. Third, that “there is 
no good reason why insurancg compa- 
nies should not be treated the same as 
other companies in regard to capital 
gain and losses.” 

Fourth, that insurance companies 
should be taxed on their net investment 
income, made up of interest, dividends, 
and rents, plus capital gains and minus 
capital losses as the case may be, at a 
rate equal to one-third the standard rate 
in force on ordinary corporations for 
the same taxable year. And, finally. that 
a tax upon the increase in surplus, plus 
dividends, to stockholders at the regular 
corporation rate would have been recom- 
mended except for the fact that it seems 
difficult to properly define surplus. 
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Over-Insurance Now 
Underwriting Problem 


LOSSES HEAVY ON §BIG CASES 





Dr. Muhlberg Tells of New Problems 
For Medical Director; Have Changed 


Viewpoint on Some Cases 





A new difficulty which has presented 
itself to the medical directors of the 
country is that of over-insurance, Dr. 
William H. Muhlberg, medical director 
of the Union Central, pointed ont at the 
Los Angeles meeting. He said that it 
has definitely been proven that as a class 
policyholders carrying large amounts of 
insurance have a higher mortalitv than 
those carrying smaller amounts. He ex- 
plained that the reasons were that the 
man who can afford to carry large 
amounts is frequently the man who is 
working too hard. Persons of this type 
usually die of heart disease. apoplexy, 
or suicide, Dr. Muhlberg declared. 

He said that a number of companies’ 
medical representatives recently met in 
an effort to do something upon certain 
limits which were logical limits for the 
average man. Up to the ase of 30. he 
stated, the companies decided to limit 
aman to insurance totaling ten times his 
annual income: up to the age of 40, 
seven times and over age 60, three times. 

Dr. Muhlberg said it was particularlv 
difficult for a comnany to judge how 
much insurance ought to he issued on 
the business nrotection plan as it is 
almost impossible to tell iust how valu- 
able an executive is to the corporation 
which emnloys him. 

Dr. Muhlberg disclosed that the vres- 
ent tendency was to break un the large 
groups previously used into smaller 
groups. “For example,” he said, “ner- 
sons classified as overweichts are not all 
sub-standard risks. Prohably half of 
those who are overweight are really 
standard risks, but it is necessary to 
rate the entire sroun 50% higher than 
standard risk. By dividine the group 
of overweights. it is possible to give 
standard insurance to half of them.” 
However, he pointed out that this would 
not be anv particular advantage to the 
agent as the other half would have to 
he rated 100% instead of 50%, but that 
it would be a benefit to certain over- 
weicht applicants. 

Would Make Disability Premiums 

Participating 

Sneaking of heart disease, Dr. Muhl- 

berg said that there were twelve known 





Union Central Agents’ Convention . 





SEES BIG FUTURE POLICIES 





Warren M. Horner Says Great Combi- 
nations Are Cue; Warns Average 
Agent About Business Insurance 


“Many a good agent has been ruined 
by trying to specialize on business in- 
surance, especially in going after large 
policies,” said Warren M. Horner of Los 
Angeles in a talk on “Business Insur- 
ance, a Modern Necessity” given before 
the agency convention of the Union Cen- 
tral Life in Los Angeles. 

“Only a very, very small percentage 
of agents can break into the million dol- 
lar class without slow, consistent growth 
in writing small or medium sized _poli- 
cies. Small policies are the stepping 
stones to bigger ones and after the large 
ones have been written, the writing of 
these small policies is important in order 
to keep in training. Moreover, if in- 
surance is advisable for large concerns. 
it is more important for the small and 
weaker ones. Writing these small con- 
cerns in from $5,000 to $50,000 policies 
is a golden harvest to be gathered here 
and now and in the years to come for 
those who will pay the price of the 
same energy and enterprise,” Mr. Hern- 
er declared. 

He pointed out, however. that forming 
big combinations is abroad in the land, 
and ventured the prediction that in a 
comparatively short time some enter- 
prising agent would create tens of m‘l- 
lions of coverage in endowment insur- 
ance on the entire personnel of a large 
far-flung organization. 


600 Attend Meeting 


(Continued from page 3) 
He then lead the song, “I want to be 
happv. but I can’t be hapov until I make 
vou happv too.” The delegates joined 
in enthusiastically, and, following the 
song, cheered heartily for Heartman, 
who has made a remarkable record in 
the Los Angeles agency. Taking over 
the agency less than two vears ago, he 
has increased the production from two 
million to six million a year and has in- 





PUT ON FUNNY SALES SKIT 





Hubert E. Davis and J. L. F. Knight of 
New York Agency Add Comedy to 
Union Central Meeting 


Hubert E. Davis and J. L. F. Knight 
of the New York Agency of the Union 
Central Life put on a humorous skit 
for the amusement of the Los Angeles 
convention. The skit began in a seri- 
ous vein and was more effective since 
the audience was expecting a real sales 
demonstration. Mr. Davis opened his 
interview by presenting the prospect 
with a huge wooden wedge which he ex- 
plained was an “entering wedge.” After 
all other ammunition had failed to sell the 
prospect insurance, Davis fell back on a 
side-splitting “motivating story” and 
wept on the shoulder of the prospect 
while he produced a copious supply of 
tears by massaging Knight’s eyes with 
a bunch of green onions. 








creased the agency force in Los An- 
geles from 35 to 100. 

Mr. Heartman introduced Jesse R. 
Clark, Jr., who was to address his first 
Union Central: agency convention as 
president of the company. He was elect- 
ed to the office of president upon the 
death of John Sage last December. 
Mr. Clark was formerly treasurer of the 
company and is known to the insurance 
fraternity as the youngest president of a 
large life insurance company, being only 
44 years old. 

R. L. Stephenson, manager at San 
Francisco, read a memorial in memory 
of the general agents and officers of the 
company who had died since the last 
convention. The memorial had been pre- 
pared by a committee consisting of John 
Shuff, manager at Cincinnati; R. L. 
Stephenson, and Thomas Daniel, mana- 
ger at Atlanta. Mr. Shuff, who was 
chairman of the committee, did not at- 
tend the convention on account of ill 
health. 

Mentioned in the memorial were the 
riames of Richard Rust, former secretary 
of the Union Central; John D. Sage, 
president; A. D. Bonnifield, late mana- 











varieties of intermittent hearts. Some 
varieties after age 40 are usually fatal in 
less than two years. 

He declared that there are probably 
two million diabetics in the United 
States today, but that less than one mil- 
lion know they have the disease. 

Discussing disability, Dr. Muhlberg 
stated that life insurance companies in 
the United States had lost in excess of 
$20,000,000 last year as the result of the 
disability clause. 





As a solution to the problem, Dr. 
Muhlberg suggested that disability pre- 
miums be put on a participating basis, 
making the premium large enough to 
allow a certain amount of leeway in med- 
ical selection, the unearned portion be- 
ing returned to the policyholders as a 
dividend. 

He declared that aviation is becoming 
safer every day and the hazard from 
that method of travel is rapidly decreas- 
ing. { 





CHARLES HOMMEYER 


JAMES ELTON BRAGG 





Curtis Biltmore Studios 


CHARLES B, KNIGHT 


Trust Cos. Spending More Than 
Life Cos. Advertising Insurance 


“When we consider that+trust corn- 
panies are spending far more for adver- 
tising life insurance than life insurance 
companies ever spent, we face a unique 
situation and we must realize the im- 
portance of the place to which our busi- 
ness has come,” said C. B. Knight, gen- 
eral manager of the Union Central agen- 
cy in New York, in a talk given befcre 
the convention. 

As an example of the way in which 
trust companies are recommending and 
advertising life insurance today, Mfr. 
Knight read excerpts from a pamphlet 
recently issued by a prominent bank in 
New York City and distributed to 5),- 
000 persons by mail. 





ger at Kansas City; John M. Haynes, 

manager at Wichita, Kan., and J. B. 

Decker, late manager at Altoona, Pa. 
New Managers Introduced 

Clifford D. Erd, former traveling audi- 
tor of the Union Central and newly ap- 
pointed district supervisor, introduced to 
the assembly the new general agents whé 
had been appointed since the previous 
convention. 

These were: A. R. Allen, Philadelphia, 
who will enter a partnership with James 
Elton Bragg, present manager in that 
city; John L. Haynes. manager at Okla- 
homa Citv; Loren Hord, manager at 
Minneapolis; R. C. Kantnor, manager at 
Altoona, Pa.; Russell King, manager at 
Indianapolis; Paul E. Orr, recently an- 
nounced manager at Buffalo: Claude M. 
Sullivan, manager at Sioux City, Ia.; J. 
Mf. Woodhouse, associate manager with 
FE. E. Silver at Boston; Harold P. Win- 
ters, Davenport, Ia. 

Loren Hord resnonded for the new 
managers. His talk was in a lighter vein, 
commencing with the statement that 
they had made him chairman of the pro- 
gram committee for the convention in 
order to keep him from making a speech, 
but that he had put one over on them. 

He told how he had come to the Union 
Central some six years ago and had pro- 
duced eight millions of personal business 
since that time. He said that his first 
vear with the Union Central he earned 
$10,000 more commissions than he had 
in any previous year of selling life insur- 
ance. 

Mr. Hord paid high tribute to Presi- 
dent Clark, saying that in the few months 
Mr. Clark had been president he had 
roticed that he was of the unusually ef- 
fiicient type of business manager who 
had the invaluable faculty of being able 
to refer responsibility to responsible 
shoulders. 
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Union Central Convention 





Watch For Signals 
To Effect “Close” 


FORCE OF IMPLIED CONSENT 





Russell S. King, Indianapolis Manager, 
Gives Demonstrations of Closing 
To Convention 





Russell S. King, manager of the Indi- 
anapolis agency of the Union Central 
Life, and former superintendent of agen- 
cies of the Manhattan Life, discussed 
the art of closing before the Union Cen- 
tral agency convention at Los Angeles. 
“Good human interest stories,” he said, 
“are useful in arousing the feelings of 
your prospect when it has been difficult 
to close him.” The stories should be 
carefully selected, of course, and what is 
known as “sob stuff” should be used only 
as a last resort, he declared. He urged 
the delegates to choose their own sto- 
ries from every day life and practice 
them until they could tell them effec- 
tively. 

Mr. King divided the process of sell- 
ing a life insurance contract into three 
parts: the presentation of a worthwhile 
proposition to the prospect; the presen- 
tation of a sure means of accomplishing 
this proposition; arousing the emotions 
of the prospect in such a way that he 
will act immediately. 

Signals to Close 

He illustrated the workings of the 
“ves attitude” by getting all of those 
seated in the convention hall to play the 
old game of “Simon Says Thumbs Up” 

“Often there are signals that indicate 
to the trained salesman that it is time 
to attempt a close,” he said. As an 
example, he cited a prospect who has 
agreed to every item in the proposition 
except one. 

“This point must be gone over and 
as soon as it has been settled and he has 
agreed to it, you have the proper time 
to close,” Mr. King said. Another sig- 
nal which indicates that it is time to 
close ig when the prospect says “That 
is a very fine proposition.” A_ third 
signal which often denotes that the 
time has come to seek the signature on 
the application is when the prospect 
says, “How much is this going to cost 
me?” 

“Objections often times offer the ideal 
opportunity for gradually leading to the 
close,” Mr. King said. 

“A way to lead to the close after the 
prospect has been put in the ‘yes atti- 
tude’ is to get the prospect to agree to 
some minor point and then take it for 
granted that he has consented to the 
entire proposition,” he pointed out. For 
Instance, if the prospect says “yes” to 
the question, “Do you want permanent 
and total disability clause?” you fill in 
the amount of insurance on the appli- 
cation ‘blank with permanent and total 
disability and then follow up trying to 
ll out the rest of the entire blank. Mr. 
King eompared the use of direct con- 
Sent and implied consent and pointed 
out the advantages of the latter by 
showing that we do many more things 
y implied consent than by direct con- 
sent. As an example, he mentioned the 
young couple standing before a furni- 
lure store window. “Wouldn’t that set 
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ROY H. HEARTMAN 





ONCE A U. C. AGENT ALWAYS ONE 

“The agent who stays with the Union 
Central Life for more than five years 
is a fixture for sure and nothing can 
pry him away from the company,” said 
B. C. Sasse, of Corpus Christi, Texas, 
one of the million dollar producers who 
made a five-minute talk at the Mon- 
day morning session of the convention. 

Mr. Sasse warmly praised the service 
of the Union Central to both policyhold- 
ers and field force as second to none 
and expressed his belief that it boasted 
one 6f the finest field forces of any 
company. Mr. Sasse came with the 
Union Central in 1916 and in the thir- 
teen years that have elapsed since that 
time, he has missed but one conven- 
tion of the company. He has been a 
million dollar producer for a number of 
years. 





look nice in our living room?” says he. 
“It certainly would,” says she—and from 
this on they consider themselves en- 
gaged to be married. King emphasized 
the value of the “fatal alternative” in 
closing. Example: “Do you want this 
with or without disability?” No matter 
how the prospect answers, he has com- 
mitted himself. 








Disability Protection 
With Term Insurance 


Waiver of premium and monthly income— 


not so very unusual. 


But here is something 


decidedly out of the ordinary. 


If a Connecticut General Term policy- 
holder is disabled at the end of the conver- 
sion period, his policy automatically converts 
to an ordinary life policy, and waiver of 
premium and monthly income continue. 


Without cost, the policyholder gets insur- 
ance protection for life at a time when he 
could not buy a new policy. Rate folder upon 


request. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 


“STRANGE INTERLUDE” SKIT 





Peoria Agency Puts on Humorous Bur- 
lesque of “Strange Interlude” By 
Dr. Muhlberg 
A take-off on Eugene O’Neill’s 
“Strange Interlude,” which brought 
much applause at the Tuesday morning 
session in Los Angeles, was a skit en- 
titled the “Strange Interview,” written 
by Dr. Muhlberg, medical director of 
the Union Central, and presented by 
Gertrude Gordon, Frank Gordon and 

Donald C. Murphy, of Peoria. 
The plot involved three characters— 
a hard boiled business man, his gum 


chewing stenographer and the up and 
coming salesman of the Union Central 
Life. Like the “Strange Interlude,” the 
skit contained asides, in which the audi- 
ence gets an insight into the thoughts 
of the agent and prospect alike, show- 
ing the cause of a sales interview. The 
Gordon-Murphy-Gordon Troupe present- 
ed the skit with a professional touch. 


Mrs: Gordon became a member of the 
Peoria agency shortly after her hus- 
band, Frank Gordon, became general 
agent in 1927. She has been a success- 
ful producer, writing $269,000 in the past 
five months of 1929. Mr. Murphy has 
been with the agency two years and is 
producing in the quarter million class. 





1 SAW YOUR NAME— 
IN THE CLUBMAN 





~The HonoX Agents o 


The Lincoln National 


Life Insurance Company of Fort Way 


Indiana not only have their Clubs but 
have a special publication for key 


y 
men-= 


The Lincoln National Clubman 








happiness of its representatives. 





1851 BERKSHIRE LIFE INSURANCE COMPANY 1929 


In establishing connections with a life insurance company, the personal 
equation of its official family is of paramount importance to the prospective 
agent. The Berkshire Life Insurance Company of Pittsfield, Massachusetts, 
has a well-earned: reputation for a co-operative spirit between the Home 
Office and the Field Force that is of inestimable value to the success and 


“Ask any Berkshire Agent” 
BERKSHIRE LIFE INSURANCE COMPANY 


3 ‘Incorporated 1851 
Pittsfield, Massachusetts FRED. H. RHODES, President 
— 











George T. Smith, Vice- 
Chas. F. Nettleship, 2nd Vice-President 





The Colonial Life Insurance Company ot America 


Insurance in Force 
Over ONE HUNDRED MILLION DOLLARS 


A strong and progressive Company, affording agents unusual money-making 
opportunities through a wide variety of Industrial and Ordinary policies adapted 
to the insurance needs of the whole family. 

OFFICERS 
EB. J. Heppenheimer, President 


Home Office—Jersey City. N. J. 
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James Shannahan, Athlete, Tells How 
He Uses Knockout Methods In Selling 


“If you put just as much enthusiasm 
and hard work in selling life insurance 
as you would put into some other en- 
terprise to make a success of it, it is the 
best paying business of which I know,” 
declared James Shannahan, district man- 
ager for the Union Central at Aurora, 
Ill., in a talk on “The Approach” given 
during the Union Central agency con- 
vention at Los Angeles. 

To illustrate his point that enthusiasm 
is one of the greatest requisites for suc- 
cess in selling life insurance, Shannahan 
told in his inimitable way of an agent 
who once worked under him. “The 
fellow didn’t know much and _ you 
couldn’t teach him anything, but he was 
the leader of almost forty agents,” said 
Mr. Shannahan. “He had plenty of en- 
thusiasm and used to bring in lots of 
applications. But when it came to tell- 
ing the prospect how much it was going 
to cost him, I always had to go in and 
make the call with this agent because 
he could not tell within from $20 to $50 
how much the policy was going to cost 
the prospect.” 

Mr. Shannahan, who is an athlete of 
note, pointed out that selling life insur- 
ance is like a prize fight or any other 
athletic contest. “When you go to sell 
a policy,” he said, “you are there to hand 
the other fellow a knockout wallop as 
quickly as you can.” In finding the 
opening for that knockout, Mr. Shanna- 
han said that he always endeavored to 
find out the needs of the prospect and 
then make an appeal to them. 

“If a man says that he is insurance 
poor, I tell him that that is the very 
reason I came to see him... I tell him 
that he is doing plenty for his depend- 
ents and beneficiaries, and that now I 
want him to do something for himself. 
Then I sell him an endowment form of 
policv: so he may have protection in 
his old age.” 

Shannahan declared that he did not 
mention the word “life insurance” any 
oftener than he had to because it often 
has the effect of “dragging in the 
hearse” on the prospect. With his clever 
Irish wit he brought down the house 
when he remarked: “We all have to die 
—well, hell! We don’t want to be re- 
minded of it any more than we have to. 
The best way to avert the unpleasant 
connection which some prospects inva- 
riably associate with the word ‘life in- 
surance’ is to translate it into what it 
will do for the prospect,” Shannahan 
pointed out. 

He urged the agents to program their 
work, figuring out how much to write 
in a year and then getting it down to 
a matter of months and weeks, so that 
they will know their quota for each 
day. 

“A man who will make five good in- 
telligent calls a day with a good, force- 
ful, determined canvass cannot help 
making good,” he declared. This trans- 
lation of life insurance into terms of 
what it will do, Shannahan characterized 
as “dressing it up,” and he gave exam- 
ples of ways in which he “dressed up” 
policies while making the approach. 

Mr. Shannahan said he had no set, 
definite approach, but governed it ac- 
cording to the prospect and what he 
thought would make a good appeal to 
him. He gave examples of approaches 
he used in various cases—as for an edu- 
cational policy, a mortgage protection 
policy, or an old age protection policy. 

_ “I find that monthly income insurance 

is a good thing to sell especially when 

you are increasing a mans’ insurance,” 
he said. “Most people think that be- 
cause they have two, three or four thou- 
sand dollars of insurance it is a lot of 
money to be leaving their family and a 


good deal more money than the average 
family has at one time itself. But when 
you talk about it on the monthly basis 
for five or ten years, the amount doesn’t 
seem nearly so large to them.” 

Mr. Shannahan is a newcomer to the 
Union Central, but he expressed his de- 
sire to become a fixture when he said 
he hoped that some day he would wear 
the gold ribbon at conventions, which 
denotes that the bearer has been with 
the company more than twenty years. 
He came with the Union Central in 
March, 1929, and in three months paid 
for $265,500 worth of business. An Irish- 
man by birth, he early in life took up 
the sport of rowing and sculling. In his 
entire career abroad he won more than 
250 championship races. In 1909 he 
came to America and became a dry goods 
salesman. Here he took up hammer 
throwing and the weights and won sevy- 
eral championships in these sports also. 
Mr. Shannahan represented America in 
these events in the 1920 Olympics. Pre- 
vious to coming to the Union Central 
he was a district superintendent for the 
Metropolitan at Aurora. 


Group Business 


(Continued from Page 1) 


The balance sheet is just now running 
that close for many companies. 

A curious circumstance is that not- 
withstanding the unfavorable underwrit- 
ing experience with this business, the 
competition continues very keen for 
group cases and the tendency is all to- 
ward enlarging the scope of this class 
of protection. New fields are being 
opened to the group classification. In- 
stead of cutting down on this class new 
kinds of groups are constanily being 
submitted by the field organizations of 
the companies. 

As the special problem of the group 
business just now is the element of costs, 
the companies are hopeful that the ex- 
pense of handling group business can be 
materially reduced by improved meth- 
ods. Some home offices have already 
made great progress in this direction 
dnd the subject is being studied in all 
the group company home offices. 


C. G. PHELPS WITH RELIANCE 


Claude G. Phelps, for ten years gen- 
eral agent for the Pacific Mutual in 
Jacksonville, Fla.. has become general 
agent for the Reliance Life there, with 
offices in the Graham building. 





ATLANTIC LIFE EXPANDING 





Makes 23% Production Gain in First 

Six Months Under A. O. Swink’s 
Presidency 

The Atlantic Life of Richmond in the 
first six months of 1929 under the di- 
rection of Angus O. Swink, who became 
president January 1, experienced consid- 
erable expansion. In this period, the 
company entered Arkansas, Missouri, !I- 
linois, Ohio and New Jersey. It is now 
licensed in twenty states and the -Dis- 
trict of Columbia. Thirteen general 
agents have been added to the field or- 
ganization, making the total number 
thirty-seven. 

Paid agency business of the company 
for the six months’ period was $135,- 
015,814, an increase of 23% over the 
corresponding period of 1928. The At- 
lantic’s total amount of insurance in 
force on June 30 was $162,709,799. — 

Insurance in force in the Atlantic 
Agency, Inc., which operates as the com- 
pany’s general agent in Virginia and 
the District of Columbia, is over $75,- 
000,000. Paid business of this agency 
for the first six months of 1929 shows an 
increase of 9%. 





Service—First, Last, And Lasting 





Service Means Action 





The Lane Agency 


of the 


Home Life Insurance Company 


of New York 


is now functioning 
in its new offices 
on the tenth floor 


of 


212 Fifth Avenue 
(at 26th Street) 


and is thoroughly equipped to give you the 
practical and speedy attention which is so 
essential to our mutual success 


Phones: ASHland 7162 to 7167 
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Service Is Just a Habit At The Lane Agency 
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Writes $500,000 Case 
On Mississippi Corp. 


THAT STATE’S LARGEST POLICY 





Penn Mutual Agency at Jackson Han- 
dles Business Policy on President of 
Jitney-Jungle, Inc. 





The largest policy so far delivered in 
Mississippi is one just issued by the 
Penn Mutual Life of Philadelphia for 
$500,000 on the life of W. B. McCarty, 
president of Jitney-Jungle, Inc., of Jack- 
son, Miss. The Penn Mutual Life and 
its reinsurers cover $400,000 and the 
Lamar Life takes $100,000. Dan W. 
Bufkin, Penn Mutual associate general 
agent at Jackson, handled the transac- 
tion. This is a business insurance pol- 
icy for the benefit of the corporation 
and puts Mississippi in the group of 
southern states in which large policies 
are being taken. 

Jitney-Jungle, Inc., is one of the rapid- 
ly growing grocery chain store organiza- 
tions of the country. It was organized 
in 1919 in Jackson and now operates in 
fourteen states, with total sales of ap- 
proximately $10,000,000 in 1928. The dis- 
tinction between Jitney-Jungle, Inc., and 
the other chain stores systems is that 
the corporation does not own and man- 
age the stores in its chain. It sells, on 
a royalty basis, franchises to operate the 
Jitney-Jungle system. The essential fea- 
ture of this system is that the organi- 
zation owns, patent protected, the fix- 
tures-layout of the stores, which are de- 
signed for self-service, at the lowest ex- 
pense cost and possessing the highest 
sales-attracting power. The company 
manufactures these fixtures and sells 
them at cost, under a contract which 
requires the purchaser of a franchise to 
operate his store according to the sys- 
tem. In addition to the fixtures founda- 
tion of the system is participation by 
the franchise holder in the enormous 
buying power of the parent company. 
The Jitney-Jungle system enables its 
storekeepers to meet other chain store 
competition. 

The business is rapidly being expanded 
and it was to indemnify the corporation 
in the event of the death of its presi- 
dent that the insurance was taken. Mr. 
McCarty is prominent in Mississippi’s 
business life, and in Jackson he is a 
member of the board of directors of the 
Merchants’ Bank and Trust and of the 
Southern Building and Loan Association. 


BRUNNER ON SECURITY BOARD 








Actuary Succeeds C. M. Stone; Been 
With Company Twenty-Six Years, 
All of Business Career 
Frederick R. Brunner, actuary of the 
Security Mutual Life of Binghamton, 
Y., has been elected a director of 
the company, succeeding the late Charles 
- Stone. Mr. Brunner has been ac- 
lary of the company for the past thir- 
teen years. 
_He entered the employ of the Secur- 
ty Mutual in 1903, following graduation 
fom Binghamton High School. He 
‘ved in the actuarial department, un- 
der David S. Dickenson, then actuary. 
hen latter is now president of the com- 
ny. 
Mr. Brunner was made assistant ac- 
wary in 1910. 


BANKERS LIFE 50 YEARS OLD 








Field Force Celebrates By Writing Lar- 
gest Business For Single Day in 
Company’s History 
The Bankers Life of Des Moines field 
"ganization observed the fiftieth anni- 
\tsary of the company’s founding July 
‘tps and concluded the greatest month 
"the company’s history by submitting 
bid-for business of $5,471,000 to the 
"ap office. This was the largest paid- 
i Production for a single day in the 
eony’s experience and exceeded by 
Most $300,000 the previous record for 




















MRS. F. P. CLARENDON 


Mrs. Florence P. Clarendon of the 
United States Life always returns from 
her frequent trips abroad with a wealth 
of new experiences. A seeker of the 
beautiful, her impressions following such 
a trip are most interesting to read. Early 
this spring she visited southern France 
and England, including in her itinerary 
a fortnight at Monte Carlo, five or six 
days at Cannes, a week in Paris and two 
weeks in England and northern Wales. 
In Monte Carlo she located at an at- 
tractive place two hundred feet above 
the town, and from her window she 
could look out across the little harbor 
to “The Rock,” with the palace of the 
Prince of Monaco, the cathedral, and the 
famous aquarium. She described the 
Cote d’Azur as a circlet of beauty, but 
Monte Carlo, in her opinion, is undoubt- 
edly the pearl of the Riviera. “I spent 
happy, lazy days loafing on the terrace 
above the blue sea; I visited the little 
hill villages perched on the rocky moun- 
taineous crags above the Mediterranean 
—Eze, Sospel, La Turbie, Grasse and 
Vence; fascinating little groups of hud- 
dled stone houses with crooked streets, 
which spelled romance of the days when 
Roman and Gaul fought and plundered 
there.” Then she explored the Esterel 
and Maures sections of the Riviera, and 
later spent a few days at Oberhofen, 
Switzerland, on Lake Thun. “This little 
Swiss -hamlet,” she writes, “has the ap- 
pearance of a picture torn from the 
pages of a fairy tale, with the old cas- 
tle on its shores, the carved and balco- 
nied chalets, the tinkle of cowbells and 
the long range of snow-capped moun- 
tains across the lake.” In Paris Mrs. 
Clarendon heard a fine rendering of 
“Boris Godunov” and, of course, she 
visited Canterbury, Sevenoaks, Oxford, 
Eton, Maidstone and in lovely Kent, 
with two days at Old Chester, where 
everything, she says, that does not 
date from the early Roman occupation— 
including the city wall—hinges on the 
historic reign of Elizabeth and of 
Charles I. Back in the United States 
again, she is resuming with renewed 
vigor her work as secretary and “right 
hand man” to Henry Moir, president of 
the United States Life, as well as her 
advisory capacity as life insurance editor 
of the “Magazine of Wall Street.” 


KEANE-PATTERSON FIGURES 


The new paid-for business of the 
Keane-Patterson agency of the Massa- 
chusetts Mutual in New York City to 
July 1, 1929, was $11,712,858, against $7,- 
650,723 last year. 








The convention of the Connecticut 
General Life will be held at Hot Springs, 
Virginia, September 4 to 6. 





a single day. The eclipsed record, $5,- 


. 180,940, was established on June 1 when 


Bankers Life salesmen opened their 
“President’s Month” campaign in honor 
of Gerald S. Nollen. 


Big Group Plans To 
Buy Into Southern Cos. 


CALDWELL & CO. FINANCING IT 
New $20,000,000 Holding Co. Has Sub- 


stantial Interest in Southwestern 
and _ Inter-Southern 








A holding company with a‘capital of 
$20,000,000 has been organized to ac- 
quire controlling interest in a number 
of leading life insurance companies im 
the southern states. Financing is being 
undertaken by Rogers Caldwell & Co. 
of New York and Nashville, with the 
idea of bringing the individual compa- 
nies into a group. 

The name of the new company will 
be Associated Life Companies, Inc., and 
at the outset will have a paid-in capital 
of $6,000,000. It is said it will hold sub- 
stantial stock interests in the Inter- 
Southern Life of Louisville and the 
Southeastern Life of Greenville, S. C. 
Other companies will be included from 
time to time, according tothe plan. 

It is the understanding that each com- 
pany will retain its individuality and 
there will be a retention as well of 
present officers and directors. It is 
claimed that large economies will be ef- 
fected by the joining together of a num- 
ber of companies, as well as providing 
for further protection and scope of ser- 
vice to policyholders. 

The holding company will maintain 
offices in Nashville, Louisville and New 
York. The capital stock will consist of 
1,000,000 shares of no par common. 
Among the directors will be Rogers 
Caldwell, president of Caldwell & Co.; 
C. G. Arnett, president of the Inter- 
Southern Life; C. O. Milford, president 
of the Southeastern Life, and Henry 


Almstedt of Almstead Bros., investment ° 


bankers of Louisville. 





HAMILTON NAT’L ORGANIZED 





Spencer Thorpe Heads New Los Angeles 
Life Company; Capital and 
Surplus $500,000 
The Hamilton National Life has been 
organized at Los Angeles, with a capital 
and surplus of $500,000. Spencer Thorpe 
is the president. The company has been 
licensed to write life, health and acci- 

dent lines in California. 

Other officers of the company are: 
Harry J. Bauer, vice-president; Dr. Al- 
bert W. Moore, vice-president and med- 
ical director; Ray C. Swain, secretary- 
treasurer; F. M. Swan, assistant secre- 
tary; Allen B. Clark, assistant to the 
president; James H. Blagg, agency su- 
pervisor; Carl A. Herfurth, actuary. 
.The board of directors, which includes 
several active insurance men, consists of 
Harry J. Bauer, Leo S. Chandler, Gar- 
rettson Dulin, W. M. Garland, Harold 
K. Huntsberger, Henry W. Louis, Law- 
rence G. McNeil, Albert W. Moore, P. 
H. O’Neil, C. L. Peck, Joseph F. 
Rhodes, Frank R. Strong, James O. 
Sword, G. J. Syminto and Spencer 
Thorpe. 





NEWARK AGENCY OUTING 

The annual stag outing of the New- 
ark agency of the Connecticut Mutual, 
of which Stuart B. Rote is general agent, 
will be held on Monday, July 22, at the 
Wallkill Country Club, Franklin, N. J. 
After luncheon, golf, fishing and other 
sports will be indulged in by the mem- 
bers of the agency. 





GARDINER PARTY TO BOSTON 

Harry Gardiner, general agent for the 
John Hancock Mutual Life at 225 
Broadway, New York, took a party of 
four of his agency organization on a 
visit to the home office at. Boston this 
week. They left by boat and returned 
the same way. The agents in the party 
who have done especially good work 
during the first six months of this year 
are: Morse Merrihew, Benjamin E. Ber- 
ry, Herman Franklin and Jerry Mc- 
Carthy. 

















GREATER BY 
140% 


Would you not welcome 
a way to more than double 
your earnings? 


In the first year on our 
New Low Rate Life plan 
the average policy was 
$8,044. On all plans the 
previous year the average 
policy was $3,350. 


Fidelity’s modern sell- 
ing tools include also a 
productive lead service 
29,390 direct leads were 
distributed to Fidelity 
Agents last year. More 
than $400,000,000 insur- 
ance in force. Contracts 
available in thirty-nine 
states. 


yx 


Write for Booklet 
“What's Ahead?” 


IDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT President 











Optimism is 


not merely a 
mental atti- 
tude. It must 
be backed by a 
material cause. 
Illinois Life 
men have real 
reasons for 
their optimistic 
outlook. They 
know their 


Company. 
a 


ILLINOIS 


LIFE 
INSURANCE CO. 
1212 
LAKE SHORE DRIVE 
CHICAGO 


Raymond W. Stevens 
President 
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LIVE HINTS FOR BUSINESS 
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Practical Suggestions to Help the Man With the Ra 


Book Increase His Income and General Efficiency 


Acording to the 


Where Angels Phoenix Mutual 
Fear “Field Man” there 
To Tread are times when “Ig- 


norance is Bliss” can 
be applied to life insurance agents. It is 
proven by Harris Mattoon, agent for 
that company, who was happily led to 
rush many miles to enter a place where 
angels (knowing all things) would fear 
to tread. 

Suppose, for example, that Harris 
Mattoon had known. before he left 
Cleveland to go to Akron that his pros- 
pect (gotten by the company’s national 
advertising) had purchased $6,500 of 
mortgage insurance from a competitor 
company only two weeks before. Would 
he have gone? Would you? 

At any rate, Mattoon went—which is 
a mighty strong indication of his belief 
in the tact that when people send in 
coupons they usually have some good 
reason for doing so. 

Before going, an appointment was 
made by phone for eight o’clock. Mat- 
toon arrived at seven-thirty. At twelve 
forty-five (midnight) he lett the house 
of his prospect with an application in 
his pocket tor $25,000 on the 3% Ordi- 
nary Life plan and a check for a full 
monthly premium of $05. 


a 
The Minneapolis 
Let Him agency bulletin ot the 
Take It Or Equitable of lowa 
Leave It gives this suggestion 


for handling a cer- 
tain hard type of prospect: 

“It is human nature to want things 
that are hard to get. An ‘independent’ 
prospect may turn down so many good 
things that he becomes a ‘moss-back’. 
He spurns a business proposition and 
glories in the authority of saying ‘No.’ 
‘rhe salesman who jars him into a state 
of progressive thinking is doing him a 
big service. Here is one way to handle 
such a prospect: 

“Let him feel that you are qualifying 
him. 

“Picture the advantages you have for 
the right man. 

“Let him know that others are willing 
to take it—the more specific the better. 

“Indicate that he is practically dis- 
qualified, and give your reasons. When 
he endeavors to clear himself commit 
him strongly. 


“Having proved his sincerity, encour- . 


age him, build him, clinch the deal.” 
’ + « 


Stock answers for 


Answers stock objections are 
For Stock used by F. H. Peter- 
Objections son of the Bankers 
Life of Iowa. Some 

of these published in the company 


magazine “Onward” follow: 

“Until I’ve investigated other compa- 
nies.” The strength of the strongest 
company, the lowest rate of the lowest 
rate company, and the most attractive 
features of the most attractive company, 
all combined, are worth nothing to a 





man or his beneficiaries—unless he is 
protected by a policy. 

The rates ,of each company are as 
low as the company can make them; 
competition sees to that. Any policy 
which will give wife and children com- 
plete and certain protection is worth all 
it costs. 

“Until I’m out of debt.” If you should 
start on that long journey tonight, who 
would pay your debts? Nothing is worse 
than to leave a family with a debt to 
pay. By adding a small amount to the 
interest you now pay on your debts, you 
can have the obigations satisfied in full 
in case you should be taken away. 

“Until the first of next month.” Sup- 
pose you were to die on the twenty- 
ninth day of this month, would you need 
life insurance then? If you are willing 
to shift the responsibility for the sup- 
port of your family in case you die to 
the life insurance company after the first 
of next month, why not let the company 
carry the responsibility from this instant 
on? 

* * & 


The alert life in- 


Prepared surance man _ should 
Sales have a constantly in- 
Talks creasing number of 


prepared sales talks, 
says the “Equiowa” of the Equitable of 
Iowa, which continues: “Every life in- 
surance salesman should be constantly 
building and rebuilding such prepared 
sales talks. He should write them out 
in detail and then keep polishing and 
refining them until he has at his com- 
mand a complete series which will fit al- 
most every type of prospect and almost 
every kind of insurance need. By con- 
stantly improving his sales talks, the 
salesman becomes a true artist, and as 
such he is able to stimulate both the 
minds and the emotionss of his. pros- 
pects until they accept his suggested 
plan of action as their own. 

“Such prepared sales talks have many 
advantages for the agents. In the first 
place, they enable him to approach pros- 
pects without fear and shrinking. He 
knows exactly what he is going to say. 
Furthermore, prepared sales talks enable 
the agent to give much greater atten- 
tion to the reactions of his prospect. No 
longer is his conscious mind centered on 
the question, ‘What am I going to say 
next?’” 

+ +* + 


That small territo- 


Prospects ries hold plenty of 
In Your prospects is shown 
Front Yard by Elbert Storer of 


the Bankers Life of 
Iowa, who says in “Onward”: “You've 
got a gold mine right in your commu- 
nity. If you don’t believe it look at 
the records of Uncapher, Bugbee, Kep- 
lar, Griffin, Agness, McKim, Barker, 
Longbrake and others who get their 
business right in their own front yards. 
Uncapher has written about $1,500,000 
within fifteen miles of Knox and finds it 
easier to get a bigger volume all the 
time. Bugbee has done about the same 


Gerard S. Nollen, President 





Gains in Millions of Dollars Mark 


Bankers Life Company’s Best Year 
1928 Gains 


Gain in Income, nearly... . 
Gain in Assets, over...... 
Gain in Legal Reserve Life Insurance 


ore geek $ 3,000,000 
ith ameanets $ 14,800,000 


Oe Is ode decease cade nd $ 52,000,000 
1928 Totals 

Tee DA SN. c.g civ ial $ 37,500,000 

TE FI. ski ik co ee ek bead $118,400,000 

Total Life Insurance in Force, over...... $886,000,000 
1928 Business 

Total Life Insurance Paid-For, over...... $140,000,000 


BANKERS LIFE COMPANY 


Established 1879 


Des Moines, Iowa 




















The 
Berkshire’s 
“PREFERRED LIFE” 


50% Commission and your renewals 
guaranteed. Illustrations on request. 


S. SAMUEL WOLFSON, Gen’l. Agent 
Berkshire Life Insurance Co. 


Suite 1503—225 West 34th St. N. Y. 
’Phones PENnsylvania 6878-6879 








TO BROKERS 


GUARANTEED INCOME 
POLICY in any amounts 
without medical examination 
—worth your while to inquire 


For Particulars Phone 


CANADA LIFE ASSURANCE 
COMPANY 
H. W. JONES, Mgr. 
110 William Street 


New York City 
Beekman 5058-6691 








thing at Oxford. He doesn’t spend one 
night a month away from home. Your 
territory is full of prospects. Your job 
and opportunity is to see them and sell 
them life insurance before they spend 
their savings, whether large or small, 














for something else. None of the big 
producers in our organization sell large 
policies but they do sell a lot of small 
ones. They make money because they 
work their gold mines everv day. You 
try making fifteen calls every day.” 











A 


size. 


degree of its service. 
its service broadens. 


34 Nassau Street 


DAVID F. HOUSTON 
President 





“In This Way We Measure” 


LIFE INSURANCE COMPANY may well measure its 
success by the good it performs rather than by great 
Through eighty-six years THE MUTUAL LIFE 
INSURANCE COMPANY OF NEW YORK, the “first American Com- 
pany,” has measured its success by the scope, manner and 
In such a way it is measuring now as 


Issuance of contracts of all standard forms, substantial 
dividends, income settlement provisions, Disability and Double 
Indemnity Benefits, and prompt payments and practices for 
convenience of members are embraced in its present service. 


It welcomes as field representatives those who know that 


success is according to the natural law of compensation—that 
the best comes to those who give out the best of themselves. 


The Mutual Life Insurance Company 
of New York 


New York, N. Y. 


GEORGE K. SARGENT 
2nd Vice-President 


and 
Manager of Agencies 
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Average Conn. Policy 
Was $2,751 Last Year 


REPORT OF 





INSURANCE DEPT. 





Home Companies Had Average Policy 
Of $4,368; Large Gains in 
Surpluses 





The average Ordinary life insurance 
policy issued in Connecticut during 1928 
was for $2,751, a decrease of $127 from 
the average life insurance policy issued 
during 1927, according to statistics con- 
tained in the annual life report covering 
the business of 1928 which has just been 
released by Insurance Commissioner 
Howard P. Dunham. This is Part II of 
the Department’s annual report, Part I, 
covering the fire and marine business of 
1928, having been issued several weeks 
eT he average Ordinary life insurance 
policy issued by the Connecticut life in- 
surance companies in Connecticut was 
as usual much larger than for all com- 
panies doing business in this state, be- 
ing $4,368, in contrast to $3,971 for the 
same companies in 1927, a gain of $397. 

Larger Policies; Less Business 

Connecticut life insurance companies, 
however, wrote less business in Connec- 
ticut in 1928 than in 1927, fewer policies 


- but for larger amounts having been is- 


sued than previously. They issued $51,- 
122,784 in ordinary life insurance in 1928 
and $52,336,377 in 1927, while the other 
companies issued $126,806,783 in 1928 and 
$119,352,238 in 1927. 

The total amount of Ordinary life in- 
surance in force in Connecticut at the 
end of 1928 was $1,109,923,232, an in- 
crease of $98,797,666 over 1927. 

$14,480,543 Group Increase 


The amount of group insurance issued 
in Connecticut during 1928 was $65,804,- 
651, an increase of $14,480,543 over 1927. 

The net gain in surplus for the life 
companies reporting to the Connecticut 
Insurance Department was $55,183.252:58 
at the end of 1928. Of this ngure, $11,- 
599,525.97 was for Connecticut compa- 
nies. 

Of the forty-one life companies re- 
porting to the Insurance Department, 
only five showed a decrease in surplus 
during 1928. One was the Hartford Life, 
which exists merely to liquidate its 
Safety Fund Department. 

Industrial insurance written in Con- 
necticut in 1928 totaled $83,095,432, as 
compared with $77,437,278 for 1927, and 


the industrial insurance in force in- 
creased from $387,883,954 in 1927 to 
$19,171,301 in 1928. No Connecticut 


compiny writes this class of business. 
Mortality Ratio Steady 


The ratio of actual to expected mor- 
tality for all life companies reporting to 
the Connecticut department was 59% for 
1928 »s compared with 55.4% for 1927. 

For all companies the first year ex- 
Penses average 28.60 per $1,000 of insur- 
ance written during 1928. For Connec- 
ticut companies this percentage was only 
1973. Both figures are slightly lower 
= ihe corresponding percentages for 


At the same time, commissions on new 
usincss increased from 45.14% to 
46.02% of the gross premium. Renewal 
Commissions showed a decrease, how- 


‘ver, averaging 4.86% as against 5.07% 
for 1927. 





Economic Status Of 
Average Man’s Affairs 


MOST FAIL TO LEAVE ESTATE 





Charles Blatchley Gives Results of An- 
alysis of Condition of 100 Aver- 
age Persons 





Analyzing the statistics on the lives of 
one hundred men between the ages of 
25 and 65, Charles Blatchley of New 
Rochelle, New York, brought out the 
fact that: 

1. The average man fails to create 
an estate. 


2. Estates are seldom the result of 
general investment methods. 

3. Life insurance is the surest way 
of guaranteeing an estate. 

4. There is a great need for some 
medium of handling and distributing es- 
tates so as to prevent dissipation. 

He talked on “The Trust Approach in 
Selling Life Insurance” before the Union 
Central convention session in Los An- 
geles. 

Out of one hundred men who start to 
earn their living at the age of 25, thir- 
ty-six have died at the age of 65, Mr. 
Blatchley showed. One is wealthy, four 
live in comfort, five are self-supporting 
and fifty-four are dependent. Out of 
every one hundred estates of men dying 
in the United States, one leaves wealth, 
two leave comfort, fifteen leave from two 
thousand to ten thousand dollars and 
eighty-two leave nothing at all. Of the 
estates created, seven-eighths consist of 
the proceeds of life insurance, 90% of 
such proceeds are in a lump sum and 
the average estate is dissipated in from 
seven to nine years, Blatchley said. 
Blatchley divided the life of the aver- 
age man into three periods—the prepara- 
tory period when he invests in educa- 
tion, the productive and accumulative 
period from 25 to 65, and the dependent 
period after age 65. He brought out the 
fact that there are two kinds of wealth. 
One is the tangible, material variety and 
the other is what he termed “productive 
wealth,” which is found among profes- 
sional and salaried people and is usu- 
ally of far greater importance than the 
material form. The income from one 
of these forms of wealth is derived from 
investments and the other from efforts. 

There is this important difference be- 
tween them, Mr. Blatchley pointed out 
—if one dies, his investment is practi- 
cally unimpaired, whereas the other is 
entirely wiped out. “It is man’s lack 
of appreciation of the value of the in- 
tangible form of wealth and his ability 
to create an estate, that results so many 
times in the failure of his plans.” Mr. 
Blatchley analyzed the two methods of 
creating an estate; that is, the means of 
a general investment plan and through 
life insurance. He brought out the fact 
that the results of the attempt to cre- 
ate an estate through the general _in- 
vestment plans are at best uncertain 
and that the estate so created is very apt 
to be a complicated affair, subject to 
severe shrinkage because of taxes, ad- 
ministration and legal fees with possi- 
bilities of legal contest and long delays 
in settling the estate. 

Contrasted with this life insurance 
method offers simplicity itself, he 
showed. All that is necessary is good 
health on the part of the applicant and 
a comparatively small amount of his 
surplus income with which to pay his 
premium, 
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PENNSYLVANIA OPPORTUNITY | 


If you are interested in making a permanent connection with an old 
well established company with a progressive management and an un- 
equalled dividend record, it will be to your interest to investigate our 


PERMANENT, 
Care of The Eastern Underwriter, 110 Fulton Street, New York City 























“The Appeal of Value Knows no Boundary, 
and 
Quality speaks Universal Tongue.” 














New England Mutual Life Insurance Co. 
Boston, Mass. 


Chartered 1835 
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**Pounds” Written In Error 
By Clerk Upheld By Court 


A peculiar suit involving an insurance 
policy has been filed in Federal court in 
Indianapolis. Error of a clerk in writing 
“pounds sterling” instead of dollars on 
the face of an insurance policy issued 
thirty-five years ago, resulted in the 
filing of a suit for judgment of 1,250 
pounds sterling against the New York 
Life. 

The suit was filed by Mrs. Zoe Anna 
Shelton, Indianapolis; Lyman iE. 
Bracket, as guardian of James S. 
Bracket, and the United States Bank 
and Trust Company, executor of the will 


of Lyman M. Bracket, deceased. All the 
latter are living in Fulton County, Ind. 
Lyman M. Bracket in 1888 took out a 
$5,000 life insurance policy with the com- 
pany, which he permitted to lapse. In 
1894 the company, so the complaint says, 
agreed to give him a paid up policy for 
$1,250, but the policy when delivered 
called for 1,250 pounds sterling. Mr. 
Brackett died in July of last year. 





FRIEND L. WELLS’ BUSINESS 

Friend L. Wells, general agent for the 
Aetna Life at Baltimore, reports a 67% 
increase in’ business for the first six 
months over the same period last year. 
During May the new paid-for produc- 
tion was $1,000,000. 
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LIFE 


INSURANCE COMPANY 
INDIANAPOLIS 
Old Line Legal Reserve 


Established 1899 
HERBERT M. WOOLLEN, President 



































per $1,000. 
Income—Non-Medical. 


Are you Interested in an agency? 
you all about it. 


Concord, New Hampshire 








‘A POLICY YOU CAN SELL! 


Our Company offers complete protection. 


$5,000 
ALL IN ONE POLICY 


Any natural death....... 5 al rat cates ath aie Ait ores de altar 
Any accidental death................ <ecdedetacccuaa ane 
Certain accidental deaths............... nevcedaadace: Sa 
Accident Benefits $50. per WEEK for fifty- two weeks 
$25. per WEEK thereafter F 
JNon-cancellable) 


Disability Income, Waiver of Premiums, etc. 


Also $5,000 ‘‘Preferred Risk’? Policy—high value— low premiums; age 35, $19.91 
Endowment age 85—Juveniles age 10 years and upward—Monthly 


Insures and assures your client’s future and yours 


Our Vice-President, Eugene E. Reed, will tell 
Write him direct—and directly. 


UNITED LIFE 
and ACCIDENT INSURANCE COMPANY 


INQUIRE 
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Sales Resistance Ahead 
Predicted By C. L. Ayres 


SLOWING UP IN MAY AND JUNE 





President of American Life Convention 
Sees Need for Greater Effort 
To Maintain Pace 





The next ninety days will largely de- 
termine whether 1929 will be a good or 
just an ordinary business year in the 
opinion of Clarence L. Ayres, president 
of the American Life Convention and 
also president of the American Life of 
Detroit. Mr. Ayres bases his views of 
the business outlook for the coming 
quarter on reports from the field forces 
of his own company, the American Life 
of Detroit, and on information obtained 
from other life insurance companies as 
well as the Gpinions of leaders in basic 
industries. 

For many years life insurance sales 
have been regarded as an_ excellent 
barometer for American business and 
the fact that during May and through 
June there has been a slowing up in the 
volume of new business being written by 
the life insurance companies may be ac- 
cepted as an indication that general 
business conditions probably could be 
better. 

“The average business man will be 
compelled to work considerably harder 
during the next quarter of this year if 
he hopes to retain the volume of busi- 
ness that he has enoyed in the past,” 
Mr. Ayres said in discussing the busi- 
ness outlook for July, August and Sep- 
tember. “The time has arrived, in my 
opinion, when hard work and determi- 
nation to win against any obstacle will 
prove their worth. Business men gen- 
erally will decide how much business 
they obtain by how hard they strive for 
it in the days to come. 

“We in insurance during the past few 
weeks have found an increasing sales re- 
sistance in some sections of the country, 
but those salesmen who have worked 
hardest have been able to maintain their 
volume of new business. Others who 
didn’t apply the same _ resourcefulness 
and energy to their solicitations haven’t 
done so well. 

“For the first five months of this year 
new life insurance production approx- 
imated $5,500,000,000 or about 5.5% above 
the volume for the same period in 1928, 
but it is very significant that in May 
there was a 2.3% decrease. The final 
reports for June are not yet available 
but unless there was a very decided gain 
recorded in the last few days of the 
month I am sure that the slackening 
manifest in May has continued. The 
big slump in recent weeks was in the 
placing of group insurance. For May 
the drop in that class of business was 
46%, while new ordinary and industrial 
showed gains. However, the ordinary 
increase was below the average for the 
first five months.” 





PHILA. DISTRICT MOVING 





Life Offices Leaving Downtown Section 
To Fire and Casualty Agencies; 
Go to Broad Street 

Philadelphia life insurance men are 
following the general trend of business 
in that city of moving westward. Where 
even a year ago most of the large agen- 
cies were in the insurance district 
around Fourth Street, today finds most 
of the offices quite a few blocks further 
west. 

Several weeks ago the four agencies 
of the Equitable Society merged into one 
large agency, moved into the Fidelity- 
Philadelphia building on Broad street. 
And now the Philadelphia agency of the 
Provident Mutual is moving to the same 
building, leaving of the large agencies 
only the Penn Mutual in the old insur- 
ance district. 

Downtown life brokerage offices have 
been opened by some of the companies, 
but the district is assuming a solely fire 
and casualty air. 


NORTHWESTERN NAT’L RECORD 





Increase of 24% Over Last Year Makes 
First Six Months of 1929 Best 
In Company’s History 

The Northwestern National Life end- 
ed the best opening six months’ period 
in its history with June total of $6,803,- 
064 in new written business. This was 
an increase of 24% over June, 1928. 

New paid-for business for the first six 
months of the year totalled $33,627,178, 
an increase of $5,281,071 over the same 
period in 1928, or a gain of 18.6%. 

The trio of leading agencies in June, 
the White & Odell agency of Minneap- 
olis; the A. W. Crary agency of Fargo, 
and Cravens, Dargan & Co. of Houston, 
celebrated their best month so far in 
1929 in June, while the latter’s total of 
$854,260 was the greatest in its history. 





PARET AGENCY OUTING 


The agency staff of the four offices 
of the Paret Agency, Provident Mutual 
Life, which includes the Newark, Cam- 
den, New Brunswick and Trenton acen- 
cies, enjoyed a two-day outing at Beach 
Haven, New Jersey, last Friday and Sat- 
urday. The guests stopped at the Ingle- 
side Hotel and devoted their time to 
general outdoor sports. 


SCHILLING SUCCEEDS BARR 





“National Underwriter” Representative 
Was Formerly on “Insurance Field” 
and Daily Newspapers 
Dale R. Schilling of Springfield, Mo., 
succeeds the late Albert J. Barr on the 
Chicago editorial staff of the “National 
Underwriter.” Mr. Barr was killed in 
an automobile accident while on his way 
to cover the meeting of the Cook County 

Field Club. 

Mr. Schilling is known to the insur- 
ance fraternity as he served the “In- 
surance Field” in a news. capacity at 
Chicago, later as associate editor in New 
York and then at Louisville headquar- 
ters as associate editor. He has seen 
service on the “Kansas City Star,” St. 
Louis “Globe Democrat,” “Register & 
Tribune” and now resigns as aviation ed- 
itor and general reporter for the Spring- 
field, Mo., “News & Leader.” 





P. M. FRASER AGENCY PAID-FOR 

The Peter M. Fraser agency of the 
Connecticut Mutual Life in New York 
had a paid-for business in June of $1,- 
761,000, compared with $1,686,110 in the 
same month last year. The paid-for for 
the year to date is $16,464,250 as against 
$13,450,620 in 1928. 


= = 


BRONX BRANCH DOES WELL 





Division of Keane-Patterson Agency 
Handles $750,000 in First Four 
Months 
The Bronx division office of the 
Keane-Patterson agency of the Massa- 
chusetts Mutual, which was opened 
March 1, has handled $750,000 of ‘usi- 


ness in the four months since. The 
branch is in charge of Charles Alpern, 
with Louis Suval as assistant. The 
branch office is located at 566 Courtlandt 
avenue. 

It is the second branch of the Keane- 
Patterson agency, which started at 
scratch in August, 1925. The other 
branch is at 225 Broadway, in charve of 
Clarence Leyendecker. 

The main office of the agency is at 
225 West Thirty-fourth street. Donald 
C. Keane and Lloyd Patterson are the 
heads of the agency. 





SIMON HEADS EXECUTIVE COM. 


Leon Gilbert Simon, special agent of 
the Equitable Society in New York, was 
elected chairman of the executive com- 
mittee of the Life Underwriters’ Asso- 
ciation of New York at the monthly 
meeting last week. . 





MISSOURI 
STATE 
LIFE 


The Progressive Company 





Company. 











First Six Months 1929 


32% Gain 


in Paid-for Business 


1929 (To June 20) $166,089,195 
1928 (To June 20) 


Gain for Period $ 40,821,008 





125,268,187 





—and this despite the outstanding record of 
1928, the greatest year in the history of the 


HILLSMAN TAYLOR, President 
St. Louis, Missouri 





See 
Ze "B92 “TESS. 





Admitted Assets Over 
$131,000,000.00 


Insurance in Force Over 


$1,200,000,000,00 
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Penn Mutual Backs Up 
National Ass’n Drive 


SENDS QUESTIONNAIRE TO FIELD 





Philadelphia Company Makes Associa- 
tion Membership Subject of Its 
“Ad” C opy 





The Penn Mutual “News Letter” for 
July gives the results of a questionnaire 
recently sent to the company’s repre- 
sentatives for the purpose of learning 
who and how many of them are official- 
ly connected with the life underwriters’ 
associations, either as executives or as 
members of committees. This Philadel- 
phia company has for many years been 
known as a strong friend of the associ- 
ations. And now, under the field lead- 
ership of Vice-President Hugh D. Hart, 
who was for many years and up to the 
time of his going to the Penn Mutual 
a leading light in the National Associa- 
tion, the company’s support of the as- 
sociations is still more strongly marked. 
Throughout the last six weeks each of 
the company’s advertisements in the in- 
surance journals has been in advocacy 
of association membership. To back up 
the professions of devotion to the asso- 
ciations contained in the “ads,” the 
“News Letter” tells “who’s who” in the 
Penn Mutual field connections with the 
associations. The company has about 
100 general agencies, and seventy of 
them are represented in the associa- 
tions as officials or members of commit- 
tees. The questionnaire was confined to 
present and not past connections. It is 
believed that the publication of this 
list will still more strongly unify in 
the company’s field organization the sup- 
porting attitude toward the associations. 

The company’s agencies everywhere in 
the country have been active in the 
campaign of membership expansion now 
being carried on by the National Asso- 
ciation. The “News Letter” article ends 
with this: “Their activities have been 
highly beneficial to the men and women 
in the field, to the insured and their 
beneficiaries, and to the entire conduct 
of the business. For these reasons, and 
for others, every life underwriter should 
be a member of his association. And 
if he has been a hold-back, asking, ‘What 
has the association ever done for me?’ 
may we suggest that he join and change 

his query, and say, ‘What have I ever 

done for the association ?’” 


TO GIVE MUSICAL COMEDY 








Mutual Benefit Employes Plan Per- 
formance Of Play Written By 
W. Thomas Thach 
“Royalty Bows” is the title of a two- 
act musical comedy which has been writ- 
ten by W. Thomas Thach, editor of 
publications of the Mutual Benefit Life 
and which will be produced by the em- 
Ployes of the company in the auditori- 
um of the company’s building in New- 

ark next November. 

Among those who are assisting in the 
Production of the play are Harry Jones, 
mathematical department; Selwyn Bir- 
tell, finance department; Miss Dunn, 
renewal department; Miss Phyllis Stam- 
urg, personnel department; and Furney 
efferies, law department; the latter di- 
fecting the entire production. Miss 
Mary Fishwick is assisting Mr. Jefferies. 

he feature of the performance will be 
the songs which will be directed by 

James Phillipson, organist for the com- 
Dany. 


BALTIMORE BRANCH MOVES 


Travelers Office Now in Continental 
Building; F. L. Mason Manager 
in Charge 

The Baltimore branch office of the 
Travelers, which has been in the Mun- 
sey building since 1919, moved today to 
the Continental building, where practi- 
cally the entire tenth floor has been 
taken over for the office. The new of- 
fices contain approximately 60,000 square 
feet of floor space, an increase of al- 
most 50% in the floor area previously 
occupied by the branch. 

F. L. Mason, Jr., manager of agency 
development, life, accident and group 
departments, is in charge of the Balti- 
more office. The new location, at the 
corner of Baltimore and Calvert streets, 
places the branch office at one of the 
most prominent intersections in the bus- 
iness district of Baltimore. 








COLGROVE LEADING PRODUCER 





Tells Union Central Convention Family 
Inspiration is Greatest 
Incentive 
“Family inspiration is the greatest se- 
cret of success in the life insurance bus- 
iness,” declared C. W. Colgrove, million 
dollar producer of the Chicago agency, 
in his address before the Union Central 
convention at Los Angeles. Mr. Col- 
grove, a comparatively new man in the 
Union Central organization, was re- 
ceived with great applause by the as- 
sembled delegates. During the last few 
months of 1928 he paid for more than a 
million of life insurance, and during the 
first half of this year has settled for 
more than three million, making him the 

leading producer in the Union Central. 

“There are two families which serve 
as a man’s inspiration in the insurance 
business,” declared Mr. Colgrove. “When 
I first decided to enter the insurance bus- 
iness my entire inspiration came from 
my wife and two daughters. I had been 
with the Union Central but a few days 
when I began to find new inspiration in 
the counsel and example of Darby A. 
Day, our manager at Chicago. He is a 
member of the other family from which 
our agents receive the inspiration which 
is responsible for their success. That 
family is composed of the managers in 
the field and the officers of the company. 
No man can be successful in the insur- 
ance business unless he believes in his 
superiors and has the confidence in them 
to accept their guidance and advice. 

“T am proud to be a member of the 
great Union Central family. The in- 
spiration which comes from that family 
added to that of my own family is the 
real inspiration to achievement. And 
achievement in this business means that 
you are achieving not only for yourself, 
but for all whom you serve.” 


COVERS FAMILY AND EMPLOYES 

J. P. Wells, district manager at Dan- 
ville, Va., for the Mutual Life. of New 
York, has eight Wyatt brothers of that 
city covered with policies in the Mutual 
Life totaling $46,000. Besides, he has 
written the wives of two of them for 
a total of $3,500, and the fourteen em- 
ployes insured for $24,000. In addition, 
he has a number of their in-laws and 
near relatives insured for $75,000. 


COLORADO CO. BUYS BUILDING 
The First National Life of Colorado 
has purchased the Continental Trust 
building, Denver, and will occupy part 
of it. 
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our service. 


IN SUMMER 


or in winter the representatives and policyholders of the 
Massachusetts Mutual enjoy not only the great resources 
and splendid facilities of this Company, but also that 
mutual counsel and co-operation which make every 
relationship a definite advantage to all those who rely on 


The Massachusetts Mutual Life Insurance Co. 
Springfield, Massachusetts 


Organized 1851 


More Than a Billion and Three-Quarters of Insurance in Force 








ELECTED TO ACTUARIAL SOCIETY 


Three of Missouri State Life Staff 
Pass Test At Same Time; Total 
Of Twenty Passed 


Three members of the Missouri State 
Life home office force were among those 
who passed the recent examination of 
the Actuarial Society of America and 





- have been elected fellows of that society. 


They are Otto J. Burian, assistant ac- 
tuary; Carroll E. Nelson, manager of 
the mathematical and change division, 
and Harry M. Sarason, manager of the 
claim experience division. 

Inasmuch as only twenty in the United 


‘States and Canada passed these tests, 


it is notable that three men from the 
same company should pass at the same 
time. 





MERSELIS-WILCOX 


Fred W. Merselis of the Newark agen- 
cy of the Sun Life of Canada was mar- 
ried last week to Marion Wilcox at the 
home of the bride in Passaic. The cou- 
ple are now enjoying their honeymoon 
at Virginia Beach. Mr. Merselis, who 
has been with the Newark agency for 
about a year, is a graduate of Lafayette 
University and the New York University 
insurance course. He qualified for the 
MacCauley Club in his first year with 
the Sun Life. 








HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 


Omaha Kansas City 




















THE MANHATTAN LIFE 
INSURANCE COMPANY 


654 Madison Avenue at 60th Stree 
New York City 


Founded 1850 
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President 





Enjoying A Record Year 














GUARDIAN LIFE 





Established 1860 Under the Laws of the State of New York 
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17-23 John Street, New York 
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420 Lexington Ave.—LEXington 6715 
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Union Central Convention 





Two Kinds of Appeals 
Have Place in Selling 

EMOTIONAL MOST EFFECTIVE 

H. C. McNamer, Chicago, Tells Union 


Central Convention There Is Time 


For Both 





“The greatest trouble with the sales 
talk is the fact that we are apt to use 
too much of it,’ said Harry C. Mc-° 
Namer, of Chicago, in his talk before 
the Union Central:agency convention in 
Los Angeles. Mr. McNamer declared 
it was possible to talk too much to the 
prospect as it was to talk not enough. 

“There are two sorts of appeals which 
may be made in the interview,” Mr. Mc- 
Namer said. “One is the intellectual 
appeal and the other is the emotional 
appeal. The present day tendency to- 
ward education is so great that we are 
getting to the point where we rely too 
much on the intellectual appeal, perhaps, 
and forget that men are motivated by 
their emotions after all. The emotional 
appeal has a back-fire in it, but never- 
theless it has a distinct place in the 
sales talk. The principal thing is to 
know when and where to use it. If 
you try to use it on the hardened bank- 
er you are likely to get laughed out 
of his office. 

“A good rule in making the sales talk 
is to lay down the intellectual appeal 
as a firm ground work. Oftentimes this 
will do the work in itself, but if the 
intellectual appeal doesn’t get across you 
can fall back on the emotional appeal. 

“Sometimes the emotional appeal 
which serves a policy is supplied from 
the outside.” Mr. McNamer illustrated 
his point with the story of a man who 
had $17,000 coverage and declared he 
would never buy another dollar’s worth. 
Neither friendship nor the clever sales 
methods which Mr. McNamer could use 
prevailed on his friend to increase his 
insurance, although he needed it, and 
could well afford it. One day, when 
he was to make a call on his friend 
he found him out attending his brother- 
in-law’s funeral. Next day McNamer 
called again, and without mentioning life 
insurance, simply said: 

“And in what financial condition was 
your sister left?” 

“Well, I suppose you are going to 
sell me some more life insurance now,” 
was the response. 

That question supplied the motivating 
appeal: From then on Mr. McNamer’s 
friend did all the talking, bringing out 
the fact that his brother-in-law had 
only $30,000 worth of insurance, and that 
it would be up to him to come through 
with $100 a month in order that his sis- 
ter’s children might be educated. The 
friend now carries $80,000 of protec- 
tion and he wants to get $100,000. Mc- 
Namer hinted that he might let him 
have it. 

Giving Vision to Plans 

“Life insurance is the length and 
shadow of a man’s life,” Mr. McNamer 
said. “It is the duty of the life in- 
surance agent to give a man a vision 
of his own possibilities. Very few men 
have this vision, and you would be sur- 
prised to know how many men do not 
even know how much money they want 
to make. They do not realize their pos- 
sibilities and the life insurance agent 
can do much in getting home this real- 
ization. If he can open a prospect’s 
eyes, the prospect himself will lay down 
the program.” 

McNamer strongly urged the duty of 
the life insurance agent to be loyal to 
the family of his policyholders. Empha- 
Sizing the fact that the ground work 
must be carefully laid, he quoted a strik- 
ing line from a recent newspaper ad- 
vertisement as applying to life insur- 
ance: 

“We believe that if the fundamentals 


are right, important things just hap- 
pen.” : 

Speaking of life insurance advertising, 
Mr. McNamer declared that it ought to 
be done among those wives who have 
to be consulted before the husband can 
take any life insurance—the wife does 
so often queer the deal. 

Mr. McNamer joined the Darby A. 
Day agency, Chicago, as manager of the 
brokerage department in March. He 
has been a large writer of insurance for 
a number of years for one of the big 
New York companies, and is the author 
of a standard text book entitled, “In- 
come Insurance and How to Sell It,” 
which has attained wide circulation and 
attracted much favorable comment. 


Vice-President Williams 


(Continued from page 3) 
life insurance companies, 59% was paid 
to living policyholders. He stated that 
the Union Central’s new endownient at 
seventy-five being very near in cost to 
the ordinary life policy would enable a 
young man in need of a large amount 
of protection to combine the maximum 
of investment and protection in his life 
insurance. 

New Settlement Option 

The new settlement option announced 
has been designed to meet a new need, 
Mr. Williams pointed out. He declared 
that the complexities of modern life 
make it difficult for the young man to 
reach an independent financial status at 
an early age. “Consequently,” declared 
Mr. Williams, “girls are marrying men 
in the thirties rather than taking the 
chance of ruining the opportunity of a 
career for the man of their natural 
choice of their own age.” He declared 
that the only way to avert this unhappy 
situation was for the father to purchase 
life insurance which, in case of his 
death, could be used to provide an in- 
come for his son or daughter until the 
time the son or the daughter’s husband 
reached the point in life when he would 
be earning an income sufficient to make 
him financially independent. The new 
settlement option announced would meet 
this particular need, he said. By attach- 
ing it to any policy, the proceeds of 
the policy would be paid to the child 
in monthly instalments, beginning at the 
death of the father if the child is twen- 
ty years old and continuing until the 
age of thirty, at which time the residue 
would be paid in a lump sum. If the 
child is under twenty at the father’s 
death, the interest income alone would 
be paid until the child reached twenty. 
at which time the income would be paid 
for a combined contribution of interest 
and principal. The option provides that 
the income may be paid in instalments 
of $100, $75 or $50 a month. 

The new policy form which Vice- 
President Williams announced is an in- 
novation in mechanical construction. He 
stated that the leading typographer of 
the United States had been chosen to 
prepare the layout of the policy, which 
is engraved in a new, easily readable 
style of type with distinctly modern 
borders. The policy is constructed of 
separate sheets bound at the top of the 
page. The plan worked out will make 
for a clean looking policy and will en- 
tirely eliminate the pasting in of set- 
tlement options, amendments, application 
photostat, etc., as these will all be con- 
tained on the separate pages bound with 
the rest of the policy. 

A number of minor changes in the 
contract itself were announced. The 
provision for dividends at interest states 
that interest is compounded annually. 
The Union Central’s fixed income set- 
tlement option is included as option 
four. Payment of interest on death 
claims becomes a contract obligation in- 
stead of merely a company practice. 
Statements of beneficiary provisions 





have been much simplified. 
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NYLIC INCENTIVES and AIDS TO SUCCESS 








Nylic Public Service 


q Life Insurance is “public service.” 


It helps individuals to save and insures their 
life values against loss by death or by total 
and permanent disability. 


q In order to earn interest on the policyholders’ 
savings, it loans money to home owners, to 
railroads, to owners of city buildings, to 
public utility companies, to the United States 
government, and to states, counties and munic- 
ipalities. 


Probably no other institution serves our people 
singly and collectively, both as private indi- 
viduals and citizens, in so many vital ways. 


q A company’s usefulness to the community is, 
therefore, largely measured by the number of 
people protected, the amount of insurance in 
force and the amount of its invested assets. 


As of January 1, 1929, the 
New York Life had about 
2 Million policy-holders 
Insured for over 


634 Billions. 





Its assets amounted to 
over 144 Billion 
Dollars. 
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NEW HOME OFFICE BUILDING 


NEW YORK LIFE INSURANCE 
COMPANY 


51 Madison Avenue, Madison Square, 
New York, N. Y. 
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HE old notion that ostriches have the habit of hiding their 
heads in the sand in time of danger has been disproved 
again and again. Nevertheless the expression “hidirig his 
head in the sand like an ostrich” aptly describes the man who 
seeks to avoid danger by refusing to recognize it when it comes. 


ACH year thousands of people die of cancer — 


needlessly — because they accept as true some of . 


the mistaken beliefs about this disease. 


No. 1—That every case of cancer is hopeless. It is 


not. 


No. 2.—That cancer should be concealed because it re- 


results from a blood taint and is disgraceful. It is not. 


No. 3.—That nature can conquer a malignant cancer 
unaided. It can not. 


No. 4—That cancer can be cured with medicine, with 


aserum or with some secret procedure. It can not. 


Many cancer patients are neglected or avoided because 
of the mistaken belief that cancer is contagious. It is not. 


Be on Watch for First Signs of Cancer 


Be suspicious of all abnormal lumps or swellings or 
sores that refuse to heal, or unusual discharges from 
any part of the body. Do not neglect any strange 
crowth. Look out for moles, old scars, birthmarks 
or warts that change in shape, appearance or size. 


If you have jagged or broken teeth, have them smoothed - 


cf or removed. Continued irritation of the tongue or 
any other part of the body is often the beginning of 
cancer trouble. 


Ir. its early stages, various kinds of cancer yield to skilful 
use of surgery, radium or x-rays. Frequently a combi- 
nation of surgery and x-rays or radium saves lives that 
would otherwise be lost. But with all their skill and 
with their splendid records of success, the best doctors in 
the world are powerless unless their aid is sought in time. 


ancer— Ostriches 





© 1929, M. L. I. Co. 


Beware of Plausible Quacks 


Because cancer is usually spoken of furtively or in con- 
fidence, and because its nature and origin are largely 
shrouded in mystery, quacks and croked institutions reap 
a cruel harvest. They prey upon the fear and ignorance 
of those who do not know the facts concerning cancer. 
They are often successful in making people believe that 
they have cancer when they have not. 

great flourish, they boast of their “cures”. 


Later, with a 


Gratefully the patients of the fakers, first thoroughly 
alarmed, later entirely reassured, are glad to sign testi- 
monials with which new victims are trapped. Beware 
of those who advertise cancer cures. 


An annual physical examination by your family physician, 
or the expert to whom he sends you, may be the means 
of detecting cancer in its early stages. Do not neglect it. 
Send for the Metropolitan’s booklet, “A message of 
Hope”. Address Booklet Department, 7-2-u-9 Metro- 
politan Life Insurance Company, New York, N. Y. 


METROPOLITAN LIFE INSURANCE COMPANY » NEW YORK 


Biggest in the World, More Assets, More Policyholders, More Insurance in force, More new Insurance each year 
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EXPERIENCE WITH FARM MORT- 
GAGE LOANS 

At the agents’ convention of the Union 
Central Life held in Los Angeles last 
week, the treasurer of the company an- 
nounced that 55% of all the farms that 
the Union Central had acquired by fore- 
closure during the years of the agricul- 
tural depression had been sold at a profit 
above the amount of the mortgage, the 
interest due and the expense incident 
to the foreclosure. The company ex- 
perience with its acquired farms is par- 
ticularly interesting because the Union 
Central has long followed a policy of 
investing in mortgages, city and farm, 
practically exclusively and its widespread 
operations in farm mortgages naturally 
gave it a heavy volume of foreclosed 
farm properties. 

Apropos of present policy with refer- 
ence to farm mortgage investments, we 
have before us the comments of a home 
office executive on small mortgage loans 
which are of interest and which we 
quote: 


There seems to be a somewhat sharp 
difference of opinion between various life 
insurance companies as to the general 
desirability of the field of investment 
offered by small mortgage loans. The 
majority of the companies have devel- 
oped this field to a greater or lesser 
extent, but a few have kept entirely 
out of it. 

Two classes of mortgages come under 
this head; namely, those on farm prop- 
erties and those on residential proper- 
ties. In both cases the inducement to 
the company is the substantially higher 
interest rate obtainable than on large 
mortgages on high class improved city 
property. The disadvantage is the much 
gieater expense of management and the 
greater ratio of defaults and foreclosures. 

With regard to farm mortgage loans 
which form a considerable proportion of 
the investments of several very excellent 
companies, there appears to be a distinct 
change in sentiment in the past few 
years. These loans require a very com- 
plete and specialized organization, both 
at the home office and throughout the 
country for their selection, care and dis- 
posal, and even with the greatest care 
in selection, the ratio of loans in default 
and foreclosure seems to be necessarily 
large. Several of the large companies 
which have gone in extensively for farm 
mortgage loans are now the owners by 
foreclosure of hundreds of farm proper- 
ties. This is not a situation in which 
any life insurance company cares to find 
itself even although it may be thorough- 
ly secured from a financial point of view. 
A mortgagee, and more particularly a 
foreclosing mortgagee, is not likely to 
be popular and it seems inadvisable for 
a life insurance company to be in that 
position all over the country. That, at 
least, seems to be the opinion of a num- 
ber of the larger companies, which ap- 


pear from their published annual state- 
ments to be cutting down somewhat on 
this type of investment. 

The position is a little different in 
regard to small mortgage loans on resi- 
dential property. The relative perma- 
nence of these is greater, as the finan- 
cial position of the borrower is, as a 
rule, subject to fewer disturbing and un- 
foreseen factors. With proper care in 
selection, a very satisfactory investment 
field is available and one which is mutu- 
ally advantageous, while the extra ex- 
pense is offset by a higher rate than 
the company earns on its large mort- 
gage loans. These loans are very desir- 
able from the borrower’s standpoint, as 
they are usually made for a longer pe- 
riod of years than loans made through 
other channels, and consequently the un- 
certainties and expense of renewal are 
reduced, or, perhaps, eliminated through 
some plan of amortization. 

The insurance company also has many 
opportunities of placing life insurance 
in connection with such loans, and thus 
assisting its agents and field represen- 
tatives. At least one company has an 
excellent Home Purchase plan under 
which life insurance is combined with 
the mortgage loan in such a way that 
the total expense is equalized in the 
form of a monthly payment, while in 
the event of the borrower’s death the 
loan is cancelled. 

The danger of small mortgages on res- 
idential property is the temptation to 
the company to trade a mortgage for 
insurance with a consequent reduction 
in the general standards of security. 





Mayor Walter E. Batterson of Hart- 
ford, Conn., who is also assistant secre- 
tary of the Travelers Fire, and who has 
been with the Travelers organization 
since January, 1908, has resigned his post 
with the company in order to devote his 
full time to the executive duties of 
mayor. The Travelers Insurance Co. 
was founded by James G. Batterson, 
grandfather of the present Hartford 
mayor, and his father, James Batterson, 
was resident director in New York. In 
municipal circles in Hartford it is as- 
sumed that Mayor Batterson will con- 
tinue his interests in politics. Prior to 
his election last fall he was chairman 
of the Republican Town Committee. He 
may also become a candidate for Con- 
gress when the next election is held. 
His terrh as mayor expires in December 
of this year. Before becoming assistant 
secretary of the Travelers Fire five years 
ago Mr.- Batterson was an assistant sec- 
retary in the compensation and liability 
departments of the Travelers. 

* * * 


Sir Murrough John Wilson, who has 
joined the board of the Yorkshire, is 
well known in British business circles, 
particularly in Yorkshire. He is a prom- 
inent member of the famous Yorkshire 
Club, whose headquarters are in York. 
Sir John began his career in the rail- 
way service, joining the North-Eastern 
Railway Co., of which he later became a 
director. 
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R. JAMES FOSTER 








R. James Foster, of the R. James 
Foster, Inc., general insurance agency of 
Trenton, N. J., which represents the 
Connecticut Mutual Life, the Metropoli- 
tan Casualty and the Insurance Company 
of the State of Pennsylvania, is some- 
what of a “jack-of-all-trades.” He is 
but thirty-two years old, yet has made 
his living at stenography, telegraphy, 
and photography. He has laid concrete, 
sold candy, automobiles, and for the past 
ten years, insurance of every descrip- 
tion. To supplement his education Mr. 
Foster has studied several of the arts 
and sciences. He is an expert on the 
appraisal of all optical instruments and 
is considered an authority on the music 
of Beethoven, Mozart and Haydn. Mr. 
Foster is treasurer of the agency which 
bears his name. With him are associ- 
ated William P. Walter, the president, 
and James B. Walker. 

x 3 OF 


J. Burns Allen, head of the agency of 
Charles Tredick & Co., for over thirty 
years, will have completed fifty years in 
insurance on August 1. He entered the 
agency of Whiton & Tredick in 1879 
which later became Charles Tredick & 
Co. Mr. Allen was made head in 1896. 
The agency has represented the New 
Hampshire from the day it started in 
1869, ten years before Mr. Allen joined. 
He is president of the Association of 
Fire Insurance Agents of Philadelphia, 
is past chairman of the executive com- 
mittee of the Philadelphia Fire Under- 
writers’ Association and a member of 
many of the leading clubs of the city. 

ee a 

Mr. and Mrs. Jonathan K. Voshell 
started last week on a seven weeks’ 
tour of Europe. Mr. Voshell is mana- 
ger for the Metropolitan Life at Balti- 
more and this is the first real vacation 
he has taken in thirty-five years. 

* * 


Newton A. K. Bugbee, president of 
the Liberty Surety Bonding Co. of New 
Jersey, has been elected president of 
the board of managers of the New Jer- 
sey Reformatory. 

* * x 

Harry D. Bowman, president of the 
New Jersey Automobile Underwriters’ 
Agency, has returned from Buffalo 
where he attended the annual conven- 
tion of the American Automobile Asso- 
ciation. 

+ oe 

Charles J. Schmitz, secretary of the 
Newark Life Underwriters’ Association, 
will leave on July 17 for a stay of two 
weeks at Norway, Maine. 


James A. Beha, former superintendent 
of insurance of New York and now 
chairman of the board of the Inter:a- 
tional Germanic Trust, and the German- 





JAMES A. BEHA — 


ic Fire, distinguished himself again in 
the public service when negotiations 
were completed this week by which the 
depositors of the defunct City Trust will 
be protected through an arrangement 
with the International Germanic Trust, 
which takes over the affairs of the failed 
bank. 

It is no new experience for Mr. Beha 
to step into a delicate situation and stage 
a successful fight for the public igterest. 
As superintendent of insurance he had 
several opportunities to display a high 
conception of his office in this respect. 
When the situation in the International 
Life of St. Louis was revealed by an 
examination in which the New York de- 
partment took a leading part, it was 
largely Superintendent Beha’s deter- 
mined stand on the report of his chief 
examiner in the face of very important 
opposition, that resulted in the policy- 
holders being protected both as to their 
equities in long standing policies and 
the continuance of their insurance pro- 
tection by having a strong company take 
over the outstanding insurance. 

On still another notable occasion Mr. 
Beha won a fight in the public interest. 
The New York Supreme Court had or- 
dered the appointment of receivers to 
handle the disposition of the surplus 
funds of five Russian fire companies that 
had been liquidated. Two receivers were 
named to dispose of about $5,000,000. Mr. 
Beha carried the fight to the Appellate 
Division, where he was upheld, the court 
affirming the principle that for the sake 
of economy and efficiency receiverships 
in insurance cases should be avoided. Su- 
perintendent Beha contended that a re 
ceivership would be too costly and for 
evidence of the economy that could be 
practiced he was able to point to the 
long record of remarkable settlements | 
effected by the liquidation bureau «f the 
insurance department. 

pe 


Edmund A. Saunders, chairman °f the 
board of the Atlantic Life, is sp: ding 
his vacation with his family at V'rginia 
Beach. Angus O. Swink, presid: ut of 
the company, has his family qua:tered 
at Atlantic City for the summer «nd 18 
spending each week-end with them. 
William H. Harrison, vice-preside:t and 
superintendent of agencies, lef’ this 
week on a vacation trip, a porton of 
which he expected to spend at Ailantic 
City. 





Edwin G. Seibels, president of the 
Globe Underwriters Exchange, Inc., t& 
turned to New York on Tuesday °n the 
“Majestic” from Europe. 
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Britain’s Socialistic Government 


London, June 22.—Premier Ramsay 
MacDonald’s words that there should be 
“no monkeying” if his party was put in 
office, gives the impetus to the Left 
Wing of the Socialists. As a result the 
country views the present situation with 
complacency and without any alarm. Any 
drastic measures would at once be de- 
feated and the Government turned out. 
As the last thing the country wants is 
the turmoil of another election, it looks 
as though all the “fireworks” promises 
of the Socialists would fizzle out, and 
thus everything looks like a period of 
dull, humdrum existence. 

MacDonald, during his election cam- 
paign, was insistent on a clear majority 
over all parties. As he did not secure 
this, the Socialists are in office on suf- 
ferance only, and only as long as they 
behave themselves. Nationalization in 
any form appears likely to become a dead 
issue, so this—the most hideous plank 
of their program—now arouses no fear 
in the minds of the Anti-Socialists. As 
a result the Stock Exchange and the 
big financial magnates are quite unper- 
turbed. 

But the anomaly of a minority Govern- 
ment is beset with difficulties. Although 
numerically the strongest party in the 
House, their total poll was considerably 
lower than that of the Baldwinites, and 
immeasurably less than the total of the 
two opposing factions (Conservative and 
Liberal). The prevailing idea is to give 
the new Government a square deal, and, 
for all ordinary common sense measures 
they will receive the support of all par- 
ties. But “monkeying,” which includes 
nationalization, will immediately spell 
their doom. 

et 
Recent Converts to Socialism 

A somewhat extraordinary and out- 
Standing feature is the number of recent 
converts to the Socialist party. But it 
is 2 matter of common belief, and in 
som. usually well-informed quarters said 
to be with the tacit consent of the Con- 
Servative party, that some of the society 
people have changed their colors. This, 
with the idea of levening up, and the in- 
fusion of a better class into the Socialist 
ranks to educates the rank and file up to 
higher standards. The Red element is 

eing stamped out, and not a single 
Communist secured election at the polls, 
many even losing their deposits. 

Then it is an admitted fact that sev- 
eral of the so-called Socialists have very 
Strong Imperial tendencies, and at least 
one of their own strong men has on more 
than one occasion made overtures to join 
the Conservative ranks. This suggestion 
has been pooh-poohed because the Con- 
Servative party, knowing this man’s 
views, considered he could be far more 
useful as a foil in his own party—for he 

as a dominant personality—than he 
would as a mere cog in the Conserva- 
tive wheel. 


* 


* 
Churchill Now Jobless 


Winston Churchill is at present with- 
Out a job, and whether he will remain 




















loyal to his old party or not is a much 


discussed point. He is a bit of a cha- 
meleon and loves to be in office. Were 
he to switch off to another party it 
would cause but little surprise, for he 
has already served under several ban- 
ners.. There are, however, no present 
indications of his veering round, but he 
is decidedly “weathercocky” and none 
can fortell what his next move will be. 

One of the most discussed political 
men is Sir William Jowett, K.C., who, 
elected by a vast majority as a Liberal, 
immediately joined the MacDonald fac- 
tion when the bait of the attorney-gen- 
eralship was dangled in front of him. 
His action was immensely unpopular with 
the other parties and caused quite an up- 
roar among his brother leaders of the 
bar. He is, however, a strong man and 
the latest Socialist convert, but such 
pressure has been brought to bear that 
he has been forced to seek re-election 
in his new Socialist colors. 

Sir Oswald and Lady Cynthia Mosley 
(the latter is a daughter of the late Lord 
Curzon, one of the ultra diehard Con- 
servatives), caused quite a flutter. when 
some time back they joined the Socialist 
ranks. Why they did so is far more 
from love of the limelight than from 
any real Socialistic tendencies. In fact, 
at the moment it is rather fashionable 
to be called a Socialist. 

Young Oliver, son of ex-Premier Stan- 
ley Baldwin, who was elected as a So- 
cialist by a huge majority for a seat al- 
most adjoining his father’s constituency, 
continues to live under the parental roof 
and on terms of the greatest friendship. 
It is said in some quarters that although 
sporting the Socialist colors, Oliver is at 
heart really more of a Conservative than 
his father, and that Stanley, who has 
the public welfare solidly at heart, is 
the true embodiment of refined Social- 
ism at its best, while Ramsay MacDon- 
ald is in reality more of a Conservative 
than Socialist. Truly this is a funny 
world, my masters! And as yet no one 
seems to be able to define what really 
constitutes real socialism. That there 
will be no Red tactics is a foregone con- 
clusion, and the present state of affairs 
is likely to continue until “monkeying” 
is on tap. Then, chaos, and another 
swing of the pendulum. 

* + © 


London’s Amazing Writing Genius 


One meets many interesting personal- 
ities in London; among them Edgar Wal- 
lace is probably more in the limelight 
than any other man in the metropolis. 
Author of many crook stories and 
scores of plays, dramatic critic for one 
of the leading London dailies, turf cor- 
respondent for another, chairman of a 
large film company, a race horse owner 
on a large scale, a contributor to almost 
every paper in London on some subject 
or another, he claims to turn out an av- 
erage well over 10,000 words a day. Yet 
he has time to produce some of his own 
plays and attend all the important race 
meetings and first nights as well as pre- 
side at Press Club luncheons, of which 
club he was for some time president: At 


one time he had no less than five shows 
running in London simultaneously, while 
a dozen or more companies were tour- 
ing the provinces with the latest Wal- 
lace crook dramas. Nearly all dealt with 
crooks and Wallace admits having made 
friends in the underworld, whence he has 
drawn his characters. Genial and ur- 
bane, he is always to be seen with a 
foot-long cigarette holder in his mouth. 
Asked what was his favorite amusement 
when not engaged in his vocation, his 
answer was, “Reading Edgar Wallace’s 
thrillers.” “You see,” he added, “I write 
so many they always come as new to 
me.” 

The ex-premier, Stanley Baldwin, also 
devotes much of his spare time to read- 
ing Wallace fiction. When a theatrical 
manager is at a loose end for a play, he 
phones Wallace. 

“You shall have. one tomorrow” is the 
usual answer. 

And he gets it. 

What. he considered his chef d’oeuvre 
took him six weeks to write. It was a 
flop—ran six nights only. Another, which 
he looked upon as his worst attempt— 
written in one night—filled the huge Ly- 
ceum Theater for months—and inciden- 
tally his pockets. Wallace is a wonder— 
but he must have many “ghosts” to pro- 
duce such a stupendous amount of work. 


* * * 


Sir John Sandeman Allen 


An interesting marine insurance per- 
sonality is Sir John Sandeman Allen, 
chairman of the Royal Empire Society. 
He is a former member of the Commit- 
tee of Lloyd’s Register, and although 
most of his business is in Liverpool, he 
is well known in the City of London. He 
entered marine insurance just short of 
half a century ago, after finishing his 
education on the Continent, and has been 
actively connected with it most of the 
time since them. He became secretary 
to the Union Marine Insurance Co. ten 
years later and was subsequently general 
manager and vice-chairman. He left the 
company eight years ago. Afterwards he 
was for a period lecturer on foreign 
trade in Liverpool University, and a very 
successful lecturer indeed, as everyone 
who heard him will agree. He has also 
been chairman of the Liverpool Under- 
writers’ Association, the Liverpool Sal- 
vage Association, the Liverpool Chamber 
of Commerce, and is honorary secre- 
tary of the Association of British Cham- 
bers of Commerce, so that it is easy to 
see that he has been a busy man. 

In addition, he has had an active Par- 
liamentary career as a Conservative 
member, and has done great service in 
the Liverpool City Council. He has al- 
ways been keenly interested in overseas 
development, and his offer to the Royal 
Empire Society to give the Government 
all possible assistance in tackling the 
problems which surround the emigration 
question is of great value. 

a 


1,000,000 At Derby 

The vast concourse which assembled to 
see the Derby run—estimated at over a 
million, and it was a wet day—may not 
have been exceeded at Royal Ascot; but, 
with every stand packed to suffocation, 
and the heath—this is free—black with 
human beings, it was a never to be for- 
gotten sight. The fact that the King 
had a win with his horse, Lyme Regis, 
added zest to the proceedings. For a 
moment, after passing the winning post, 
there was tense silence. Few had backed 
the King’s horse, and the result was so 
close that only the judge could say, for 
certain, which animal was the victor. 
However, it was all right, and then up 
went such a mighty cheer that it could 
almost have been heard at Windsor Cas- 
tle, a couple of miles away, where the 
King was in residence. The cheering 
lasted long, and when it subsided a sten- 
torian voice commenced singing the na- 
tional anthem, and to a man and woman, 
every one joined in “God Save the King,” 
all standing, the men, of course, bare- 
headed. A more awe inspiring scene 
could not be imagined—a wonderful tok- 


en to the universal affection felt for 
King George V. 
* * x 


Mail Deliveries 

There is immense growling in London 
about the inordinate time taken in the 
delivery of mails from New York. Ac- 
cording to the methods presently adopt- 
ed, it is no uncommon thing for a letter 
bearing the New York post mark to be 
delivered in London fourteen and even 
sixteen days later. Meanwhile, frequent- 
ly letters mailed later coming by a quick 
vessel, are delivered a week before. It 
appears that the only safe way to ensure 
prompt delivery is to superscribe the 
envelope with the name of the first fast 
steamer leaving. 

* * * 
Merger Epidemic In England 

This is a day of mergers in England. 
The banks, which until the war were 
very numerous, have since boiled down 
to five: the Westminster, Lloyd’s, Bar- 
clay’s, Midland, and National Provincial. 
There still remain a few in the provinces 
retaining their own identity, but even 
these have absorbed many of their quon- 
dam competitors. The “Big Five” have 
commandeered all the coigns of vantage; 
each has its several hundreds of branch- 
es, and between them they have secured 
the best sites throughout London and in 
all the chief provincial centers, where 
they have erected magnificent premises. 
And this building still goes on. The 
amount spent in these new buildings is 
colossal, and many a shopkeeper whose 
premises have been handed down from 
generataion to generation has been driv- 
en from home. 

Insurance fusions have long been go- 
ing on, and report has it that there are 
more to come. Some of the merged 
companies work as distinct entities, al- 
though under a general body of control. 
Many of the amalgamations are all to 
the good in some respects, but not all. 
They are good in that they have re- 
moved the competition of a number of 
weak offices and strengthened the se- 
curity of policyholders, but, on the other 
hand, they have on more than one oc- 
casion taken over offices which were not 
worth while and which would have quiet- 
ly petered out from one or another of 
those complaints from which many 
youngsters suffer, while a few of the 
older ones which have been swallowed up 
were beginning to show signs of senile 
decay. 

The greatest merger of all time is the 
Imperial Chemical Industry, with #£65,- 
000,000 ($325,000,000) of capital and more 
to come. The idea of the amalgamation 
of the four largest British chemical con- 
cerns was to frustrate foreign competi- 
tion and to prevent Germany regaining 
the stranglehold she had on this trade 
prior to the war. The chairman, Lord 
Melchett, who is at the head of sundry 
other undertakings, is one of the most 
outstanding personalities in Britain. A 
good story is told about him in connec- 
tion with his multitudinous president- 
ships and his capacity for getting the 
leading men of the country to act under 
him as vice-presidents. He was supposed 
to die, and on seeking admission to heav- 
en, was confronted by St. Peter, who re- 
fused him admission on the ground that 
he was sure that “God would decline to 
act as vice-president.” 

Lever’s soap absorptions are really too 
numerous to contemplate, and they still 
go on. The capital at present, about 
£56,000,000 ($280,000,000), is continually 
increasing. 

The outcry by the smaller fry against 
all these mergers is acute. They main- 
tain that gradually all industries will be- 
come one man concerns, and that the 
individual trader is being squeezed out, 
while incentive to their progress is 
dwarfed. But there is another side; in 
order to make these mergers successful, 
competition has to be removed, with the 
result that in several cases almost dere- 
lict concerns have been absorbed at con- 
siderably more than their market values. 
The object of reduced overhead expenses 
may be attained but at a cost of throw- 


(Continued on Page 35) 
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National Board To 
Run Ad Campaign 
In Ten New States 


ALSO DISTRICT OF COLUMBIA 
Advertisements Will Appear, Too, 
Monthly in Five States Used in 
the Last Campaign 





The extensive advertising campaign of 
the National Board of Fire Underwrit- 
ers, for which $300,000 was appropriated 
at the annual meeting of the Board in 
May, will be carrjed on this season in 
fifteen states, including ten states in 
which this advertising will be entirely 
new. These latter states include Con- 
necticut, Virginia, West Virginia, lowa, 
Wisconsin, Minnesota, Washington, 
Oregon, Louisiana, Mississippi and also 
the District of Columbia. All the ad- 
vertising will be under the supervision 
of the public relations department of the 
National Board. 

Starting around August 20 and run- 
ning every other week for a period of 
ten months advertisements prepared by 
the National Board will appear in every 
daily newspaper in the states already 
mentioned. Last year this advertising 
was confined to Massachusetts, Ohio, 
Pennsylvania, Alabama and Missouri. 
These states will participate in the new 
campaign but the advertisements will be 
published in the daily newspapers only 
once a month, instead of every week as 
they were before. 

Preliminary work upon this tremen- 
dous campaign has been in progress for 
months. The National Board has been 
in constant touch with local boards of 
fire agents, seeking their viewpoints 
upon this advertising which is designed 
to acquaint the general public with a 
better understanding of the stock fire 
insurance business. Responses from the 
agency forces have been distinctly favor- 
able, local agents realizing the assistance 
to be derived from such widespread pub- 
licity as will be gained in each state 
that the National Board has selected. 


Ellis and Rogers on Long Trips 


W. Warren Ellis, of the National 
30oard’s public relations department, and 
Wallace Rogers, of Gale & Pietsch, Inc., 
New York and Chicago, advertising 
agents, have been and still are traveling 
over the country visiting each state in 
which the campaign will be conducted 
and addressing meetings of field men 
and representatives of the inspection and 
rating bureaus. They returned to New 
York last week from a trip to the Pa- 
cific Coast and left this Monday for 
Washington, Richmond, White Sulphur 
Springs, and New Orleans. Upon their 
return from the South they will go to 
Connecticut. 

The theme of the series of advertise- 
ments starts with an introduction point- 
ing to the place fire insurance occupies 
in every community and citing the public 
service functions of the National Board 
and its company members. It concludes 
with a series of three or four adver- 
tisements developing the economic im- 
portance of the fire insurance business. 

The program provides for preparation 
and release of timely and interesting 
news pertaining to stock fire insurance 
as well as for the preparation of special 
articles where requested. Suitable sup- 
plemental material in the way of 
pamphlets and statistics for the infor- 
mation of those interested is also a part 
of the plan. Other educational material 
or addresses will be used as the need 
develops. 

There are special plans for acquaint- 
ing all local agents and field men of 
stock fire insurance companies with the 


Dodge Calls Premium 
Financing Permanent 


CITES NUMEROUS ADVANTAGES 





New York Agents’ President Says Last 
Few Months Have Convinced Him 
Agents Will Gain by It 





Instalment payment of premiums has 
in a few months become a part of the 
accepted methods of conducting the in- 
surance business, Albert Dodge, presi- 
dent of the New York State Association 
of Local Agents, told those assembled 
yesterday at Bretton Woods, N. H., to 
attend the convention of the New Eng- 
land Associations of Insurance Agents. 
Describing to these agents the working 
of State Association Service, Inc., the 
premium financing medium formed by 
the agents of New York State, Mr. 
Dodge said that in his opinion deferred 
payments properly financed will result 
in larger writings of individual policies, 
a wider scale of varied lines, elimina- 
tion of the not taken and cancelled pol- 
icy, thus eliminating free insurance; and 
the availability of instalment premiums 
will cause a client to concentrate his in- 
surance into the care of an agent offer- 
ing this service. 

“Many of you have clients for whom 
you write only a portion of their insur- 
ance,” said Mr. Dodge. It would be of 
great advantage to you if you could 
budget their entire premiums into one 
item and allow it to be paid in monthly 
payments thereby spreading their insur- 
ance expenses over the entire year at a 


less cost than they could borrow the 
money from the bank. It adds no bur- 
den or additional overhead to your of- 
fice. 


Sees Volume Greatly Increased 


“The opportunity for an agent to in- 
crease his business through using this 
service is unlimited. If statistics are ac- 
curate seven cars out of every ten are 
uninsured, many of them because it was 
not convenient for the owner to pay an 
annual premium in advance. Get your 
share of that business and increase your 
income by giving those uninsured motor- 
ists the privilege of including the cost 
of their insurance protection in their 
monthly budget plan of living. 

“The plan will eliminate worries and 








progress and for aiding those agents 
who individually or collectively wish to 
take part in this plan for creating a bet- 
ter public understanding of the fire in- 
surance business in their localities. 
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ness man. 








IRE is the greatest single factor in the 
FH upbuilding of our civilization. Strangely 

- enough, it is also the greatest destroyer. 
With modern appliances such as the radio, the 
automobile, the oil furnace, and the electric | 
refrigerater, the fire danger is increased. 
Fool-proof protection against fire is a necessity 
for every home-owner and for every busi- 


As a Homestead agent, there is one thing 
you can be sure of — that every Homestead 
policy provides absolute financial protection. 


WILFRED KURTH, Pres. 


The Homestead 
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troubles in the collection of slow-pay- 
ing accounts. For years we have all 
been financing premiums for assureds 
and didn’t know it. Put those slow- 
payers on the instalment plan, devote 
the time saved to the production of new 
business, and watch the results. 

“Some agents seemed to think that 
an instalment payment plan would in- 
crease the work and detail of their of- 
fice and their overhead expense. The 
plan of State Association Service, Inc., 
actually lessens work and expense and 
makes it unnecessary to borrow money 
at the bank with which to pay balances. 

“No company branch office is brought 
into direct contact with clients, instal- 
ment premiums being paid direct to our 
own Service Corporation, owned and op- 
erated by ourselves. 

“In working out this plan our com- 
mittee was very careful.that the New 
York State Association of Local Agents 
should not engage in any commercial 
enterprise nor go into business in com- 
petition with its members on any basis. 
It simply used the machinery of its or- 

(Continued on Page 22) 
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276,930.00 
2,067,114.70 
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LONG ISLAND INSURANCE DAY 





Local Agents of Queens, Nassau and 
Suffolk Counties Will Hold Joint 
Meeting at Sayville 


Long Island Insurance Day will be 
celebrated next Monday, July 15, at the 
Tidewater Inn at Sayville, by the mem- 
bers of the Queens County, Nassau 
County and Suffolk County Associations 
of Insurance Agents. For many years 
previous to 1922 the old Board of Fire 
Underwriters of Suffolk County held 
summer meetings and dinners which 
were always well attended and among 
the guests were the insurance commis- 
sioners of New York and Pennsylvania 
and company officials from New York 
City and Hartford. 

Many Long Island local agents have 
expressed a desire to hold these annual 
dinners again, and so the Queens and 
Nassau Associations have decided to 
meet with the Suffolk County agents. 
The meeting begins on Monday at 12 
noon. A. C. Edwards, president of the 
Suffolk County Association, located at 
Sayville, is chairman of the commiitee 
on arrangements. Other members ire 
President W. Dickinson of the 
Queens Association and President ‘co. 
A. Kuhirt of the Nassau Association. 





R. B. MOFFETTE’S NEW POS? 


The Home Fire & Marine and ‘he 
Occidental have appointed Robert B. 
Moffette as special agent for Conne*ti- 
cut succeeding J. Guy Richardson, «ho 
will hereafter devote his entire at cn- 
tion to the interests of the Firemins 
Fund of the same group in Connect cut 
and western Massachusetts. Mr. } of- 
fette has covered the Connecticut ‘cld 
for several years for the North Br'! 
& Mercantile, prior to which he -vas 
with the New England Insurance /-x- 
change in the rating division. His h«ad- 
quarters will be at 57 Pratt street, Fi art- 
ford. 
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A British Insurance Convention 


Visitor From The United States To Chartered Institute Meeting At Newcastle-on-Tyne 


Newcastle-on-Tyne, England, June 25.— 
I have been to a British insurance con- 
vention and as I had never been to one 
before, it was unusually thrilling. The 
convention was that of the Chartered 
Insurance Institute, and it was held in 
Newcastle-on-Tyne, a city not far from 
the Scottish border. Newcastle is a 
large town which is known as the place 
where some of the largest ships in the 
British merchant marine or the British 
navy are built. One of them is the 
“Mauretania,” fastest liner afloat. It is 
not nearly so fast, however, as some of 
the cruisers which go more than thirty- 
two knots per hour and which are also 
Newcastle ships. England at this point 
is not more than ninety miles wide, and 
for most of the year the climate calls 
for strong men and strong women, be- 
cause when it is cold it is very, very 
cold, and when it rains you know it is 
raining. The cold climate is really an 
asset because it is difficult to labor in 
hot climates. 

Incidentally, it is from Newcastle that 
Middle Europe is most easily reached 
from England. The trip from here to 
Norway is but twenty-four hours by 
beautiful fast boats. Sweden is thirty- 
six hours away. Finland is a little fur- 
ther. In the ten miles from Newcastle 
to the sea the river Tyne is a mass 
of shipyards, piers, factories (“works” 
they are called here), industrial Britain 
at its busiest. 

I was fortunate when I arrived here 
in finding that the Newcastle exposi- 
tion (Northeast Coast Exposition) was 
in full swing. A visit to this exposition, 
which cost more than a million dollars 
to put up, and which has been visited 
by a million people, was well worth while. 
To persons interested in machinery and 
shipping it is a fascinating scene, as 
some of the greatest machinery works 
and shipyards in the world are on the 
Tyne. A picture of the exposition is 
printed in this article. The most inter- 
esting thing about the exposition to me 
was the large number of school children 
in attendance. Every day they came in 
droves from all parts of England, under 
the escortage and guidance of teachers. 
It is 2 good way to bring home to these 
boys and girls the power of Britain, as 
they see such concrete evidences of it 
at the exposition. The interest they took 
in everything reminded me of the eager, 
curious children of Russia in the Moscow 
Museums and galleries. 

Attitude Toward Institute Meeting 

But to get back to the convention of 
the Chartered Insurance Institute. One 
of the things which most impressed me 
was the character and reputation of the 
Men attending it. It cannot be denied 
—and no one would think of denying it 
—a British insurance manager looks the 
Part. Naturally, they fall into types, just 
a they do in America, but their long 
Xperience, their international aspect, 
their world-wide traveling, their meeting 
and adjusting themselves to all kinds 
and manner of people, gives them a 
Stamp which tells. Even the good fel- 
lows among them have dignity, while 
their courtesy to each other is quickly 
noted by even the most superficial ob- 
Server. 

Coming to Newcastle to attend the 
Institute meeting were many of the most 
'mportant men in the insurance business. 

Cannot imagine a large number of 
Presidents and United States managers 
attending an educational event in Am- 


Fg That there are so many conven- 
lons 


the reason, but over here the dignitaries 


turn out for the Chartered Insurance 


to visit in our country may be. 


Tells How Gatherings Differ From Those Over Here 


By CLARENCE AXMAN, Editor 


Institute’s annual meeting. It may be 
only a gesture of good will and approval, 
but whatever it is the British managers 
want everybody to know that they en- 
dorse the Chartered Insurance Institute, 
with its thousands of members, its fine 
educational training of young men in the 
offices, and so they turn out. I noticed 
among those in the convention the fol- 
lowing prominent business men: 

Sir Arthur Worley, North British & 
Mercantile; R. Y. Sketch, Phoenix As- 
surance; E. F. Williamson, Norwich 
Union; Norman M. Walker, British Gen- 
eral; A. W. Sneath, Commercial Union; 
Sir James Hamilton, Yorkshire; J. G. 
Nicoll, Scottish Union & National; C. H. 
Falloon, Atlas; J. B. Welson, Royal; G. 
W. Reynolds, Guardian; W. A. Work- 
man, Legal & General; J. G. Baker, At- 
las; and Sir Ernest Bain. 


How British Conventions Differ 


American insurance men will no doubt 
be interested in learning in what partic- 
ular the British conventions differ from 
the American meetings, and I'll try and 
explain some of the differences. I'll take 
the convention first and then the lunch 
and dinner. 

One of the first things which attracted 
my attention was the program. It con- 
sisted of many pages, a book in fact, 
each page being as long and almost as 
wide as a page of The Eastern Under- 
writer. The cover was green. It con- 
tained names of men who had passed ex- 
aminations, reports of committees and 
much other data. The Newcastle con- 
vention, by the way, was the thirty-third 
annual convention. 

The convention began in the Laing art 
gallery when the Deputy Lord Mayor in 
his red robes and gold chains came in 
and welcomed the insurance men to New- 
castle. The scene was most impressive 
from the American standpoint. Every- 
body was in evening clothes. In Eng- 
land few people at evening affairs wear 
Tuxedos, the long tail coat, the white 
waistcoat and tie being the mode. Fol- 
lowing the amenities the delegates looked 
at the various pictures on the walls, after 
which there were refreshments. It was 
distinctly a social affair. 

On the following day there was the of- 
ficial opening of the convention, this time 
with the Lord Mayor making a speech 
and also the sheriff. Both were in their 
red robes. Just the right word was said, 
just the correct note struck, after which 
the municipal officials and their entour- 
age retired. 

The Chartered Insurance Institute then 
went under way. The reports of the 
various committees were brief. The 
president, J. G. Nicoll, of the Scottish 
Union & National, made his annual re- 
port. It was very seriously delivered— 
no funny stories and not short. The 
president of the Chartered Insurance In- 
stitute and the president of the New- 
castle Insurance Institute wore gold 
chains with gold badges suspended; a 
good idea, as people thus could tell who 
they are. 

In America the president of a business 
organization frequently looks very ordi- 
nary. In England that gold chain and 
insignia transform any. type of person 
into a personality. 


Some Things That Strike An American 


Here are some of the notes I jotted 
down about the conference: 

None of the important visitors from 
the head offices wore high hats, spats 
or morning coats. 

The ones who looked most like Am- 
ericans were Norman M. Walker, of the 
British General, treasurer of the Insti- 
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tute, and E. F. Wilkinson, of the Nor; 
wich Union. 


As able as any speaker among the 
British insurance men in R. Y. Sketch 
of the Phoenix. Another star is Hon. 
Evelyn Murray, chairman of the Guard- 
ian, who looks extremely diplomatic and 
bookish. 

The men who looked most like men 
of big affairs are Messrs. Sir Arthur 
Worley, R. Y. Sketch and W. A. Work- 
man, general manager of the Legal & 
General. 

No one smoked cigarettes, pipes or ci- 
gars. 

There was no moving about after the 
meeting started. Some of the delegates 
were assigned seats and they stuck to 
them. 

The best natured man present was Sir 
James Hamilton, of the Yorkshire, whose 
face is always wreathed in smiles. If 
he has any troubles nobody can detect 
them from his personal appearance. He 
breeds so much confidence that you 
would give him your last nickel with 
pleasure. 

Few people went to sleep during the 
long speeches. 

The log-rolling—praising of one officer 
by another—extends for twice the length 
of time that it does in America. Those 
nominated for office and those retiring 
from office get the most jolly. No 


nation can “log-roll” as ably as the Brit® , 


ish, and from an American standpoint 
they put it on thick. It is their way of 
telling some executive or official who has 
done fine work for a year without pay 
that their efforts are appreciated. 

In their “amenity speeches” the Brit- 
ish borrow liberally from stereotyped 
aphorisms and phrases. “Good wine 
needs no bush,” “It is a long lane that 
has no turning,” and similar expressions 
are cleverly turned to bestow a compli- 
ment on some one. 

A favorite way of starting a jolly is, 
“Tf I may say without presumption.” 

The daily reporters are much more re- 
spectful of the proceedings in British 
conventions than in American conven- 
tions. They listen to long papers without 
yawning and do not kid the speakers 
as they sometimes do in America. The 
reporters in Newcastle are all under 
thirty. 

The insurance reporters sit in the back 
of the hall as many of them do in Ameri- 
can conventions. 

The shortest speech was made by Nor- 
man M. Walker, re-elected treasurer of 
the Institute, who said: “Thank you very 
much. Will do my best to serve.” 

The cleverest eulogy was made by W. 
A. Workman in praising the newly-elect- 
ed President Reynolds, Guardian, and 
who said: “During his term of office if 
Mr. Reynolds spares any one it will not 
be himself.” , 

The fortunate young man in an insur- 
ance office who won the highest Insti- 
tute honor of the year was Albert Ed- 
ward Keevill, of the Car & General, 
Bristol, England. This is the Rutter 
prize with gold medal. Keevill, looking 
like a Yale senior Phi Beta Kappa, was 
presented to the convention; had his 
hand shaken by a dignitary on the plat- 
form and was permitted to take a bow. 
I looked him up afterwards. He told 
me he had never been to college and had 
done his study home at night. “It must 
have been hard work,” I commented. 
Before he could answer a friend who was 
with him started to make me a speech 
telling just how hard it was. In fact, 
the way the friend explained it the 
knowledge required was so difficult that 
hundreds of men in the insurance offices 


can’t pass the examinations. This friend 
thought that the examiners should have 
a heart and make it easier. So I took 
another look at Keevill. He seemed in 
the best of health and spirits, and a long 
way from nervous prostration. 


At The Institute Dinner 


Now to get down to the dinner. It 
assembled on time and the head table 
was just as long as are those in Amer- 
ica. The Lord Mayor and the Deputy 
Lord Mayor were both there in their 
gayly-colored and ancient robes of office, 
and behind the Lord Mayor was the 
master of ceremonies with a gavel. It 
is he who announces the speakers and 
the singers. There would be some speak- 
ers and then a singer. Here are some 
banquet notations I made: 


There was very little visiting among 
tables, which, by the way, were long and 
narrow instead of the round table seen 
in the U. S. A. 


Not a delegate or a guest conversed 
at a table while there was speaking; 
that is, not for long, as they were imme- 
diately hushed. Attention was demand- 
ed by speakers and they got it. The 
same went for the singers. Everyone 
pretended at least that the ballad being 
sung made him think he was listening 
to Caruso or Ponselle. 

In the gallery were several women 
looking just as bored as they do in Am- 
erican banquet galleries and wondering 
when it would be over. 


In front of every person’s plate was 
his name on a card containing the gold 
insignia of the Scottish Union & Nation- 
al, the president of the conference, when 
it convened at Newcastle being Mr. Nic- 
oll, of the Scottish. 


The Mayor remained at the dinner al- 
most the entire evening. The reporters 
from the daily papers (three of them) 
stayed to the finish, took many notes, 
and I noticed got as little space the next 
day for the banquet as do the Ameri- 
can reporters on similar occasions. 

They didn’t sing “He’s a Jolly Good 
Fellow” at the convention, but that song 
was sung three different times at the 
dinner. 


Most of the laughter at the banquet 
came from out of gentle raillery of one 
speaker or one officer by another. A 
favorite way to get a laugh is for a Lon- 
doner to poke fun at another man be- 
cause he was born north of the Tweed 
or for a Scotchman to do vice-versa. I 
never saw any race of people who are 
as eager to have a good laugh as are 
the British. They know in advance when 
a man is going to spring a joke and 
they seem set ready to spring to meet it. 
When the joke is finally sprung the 
laughter is terrific. The speaker then 
turns to the man he has been spoofing, 
smiles and bows as if to say: “Sorry, old 
boy, I made you the goat, but you will 
understand its the occasion and the op- 
portunity and at bottom I am jone of 
your great friends.” The butt of the 
joke will then smile and bow; and every- 
body is happy while the speaker re- 
sumes. 

The master of ceremonies is a wicked 
gavel wielder and must have constant at- 
tention or he looks very much insulted. 

The speeches were many, long ‘and 
from an American standpoint, decidedly 
fulsome. The praise handed out seems 
to be pretty general as at Newcastle 
it covered quite a lot of men. The scene 
reminded me of one of those big Ameri- 
can banquets which are called testimonial ° 
dinners’ to celebrities where jolly is 


(Continued on Page 20) 
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Losses Show Signs 

Of An Upward Trend 
SOME OVERPRODUCTION SEEN 
Belief Held That Moral Hazard Is In- 


creasing Slightly and That Rate 
Cuts Must Be Curbed 





Many fire underwriters express the 
belief that the period of comparatively 
light fire losses which has extended now 
for nearly three years is nearing an end. 
Or at least the trend of the lost ratio 
will cease to decline and probably turn 
upwards somewhat. This opinion 1s 
based upon June losses, more than 
double those of June, 1928, and upon 
scattered reports of over production in 
some industries and an increase in moral 
hazard losses. 

Few will deny that the first half of 
1929 was a good six months for fire in- 
surance. Premium volume held up well 
for the business although it was divided 
among more companies due to the large 
number of newcomers in fire insurance. 
Losses continued to remain, for the first 
few months, considerably below the av- 
erage for the last few years and even 
below the splendid results shown for the 
first six months of 1927 and 1928. 

However, prosperity in general has 
brought in its wake a few danger spots 
from the viewpoint of the fire under- 
writer. With the buying power of the 
American public greatly augmented by 
business development and increases in 
the price of securities on the stock mar- 
kets there has appeared in some districts 
a tendency to over extend production. In 
the East there is a feeling that building 
construction has gone beyond immediate 
needs and that many retail stores are 
carrying an excess of stock. Such over- 
production accompanies every era of 
prosperity and is based upon the too 
optimistic schedules of manufacturers, 
retail store keepers and builders. — 

Fire insurance companies will be 
watching inventories with great care in 
the months to come. Whatever over- 
production exists may pass during the 
fall months when public buying reaches 
its height in anticipation of the winter 
season and the Christmas holidays, but 
where it continues to remain an increase 
in the fire loss ratio is more than likely 
to follow. There appears to have been 
an excess of builders’ risk losses on of- 
fice buildings and apartment houses in 
course of construction in the East and 
the suspicion persists that the moral 
hazard element was not entirely absent 
in connection with some of these fires. 

In the event that the total fire losses 
of the United States should show an in- 
crease the last half of this year over 
the same period of 1928 fire company 
heads will have to watch carefully reduc- 
tions in fire rates now being granted, 
ostensibly for improvements of hazards, 
but in reality in many cases as a com- 
petitive weapon. So long as fire losses 
continue to decline premium reductions 
may not be disastrous, but when the loss 
record turns upward without an accom- 
panying increase in volume of premium 
income, then the chances for duplicating 
the underwriting profits of the last two 
years are dangerously threatened. 

While the outlook for the second half 
of 1929 is bright for the fire insurance 
business, underwriters realize they must 
give more thought, than has been nec- 
essary for more than two years, to ana- 
lyzing fire loss records and to endorsing 
further reductions in fire rates. 





MACFARLANE’S NEW POST 


Joseph H. Macfarlane, secretary of the 
Niagara, who is going with the Ameri- 
ca Fore Companies when the Niagara 
becomes a member of that group, will 
join the Western Department at Chi- 
cago. He will go about August 1. Mr. 


Macfarlane was in insurance in Chicago 
for several years before he came to New 
York. 


At a British Insurance Convention 
(Continued from Page 19) 


poured out on the guest of the evening 
by a long list of speakers. 

2 Hardy, of New York, was at 
the speakers’ table. It was the seventh 
Chartered Insurance Institute meeting 
which he had attended. He was just in 


rapidly in pump fashion. Everybody 
sings. Then comes “God Save the King”: 
and all depart in good humor. There 
was a touch of America in the finale as 
the hat room contained. several men 
looking for their hats after mostly every- 





English North-East Coast Exposition 


from Finland, looking smart and dis- 
tinguished in a new Van Dyke beard cut. 

The banquet starts with a toast to the 
King. It winds up with everybody join- 
ing hands and singing “Auld Lang 
Syne.” As the song reaches its conclu- 
sion hands and arms move up and down 


body had gone, just as our last minute 
hat room drama is enacted. I was one 
of them but finally found mine. 
Business Side of Convention 
Now, what about the business side of 
the convention and the Institute? The 
most important angle was the report on 
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R. A. Fulton 
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Writing 
Motor Truck Contents, Salesmen’s Samples, Parcel Post, Personal 
Effects, Horse and Wagon Floaters, Theatrical Floaters, Fine Arts, 
Musical Instrument Floaters, Scheduled Property Floaters, Install- 
ment Sales, Radium Floaters, Installation Risks, Processors Risks, 
Fur Floaters, Jewelry Floaters, Registered Mail. 














the new Insurance Benevolent Fund to 
alleviate difficulty and distress of mem- 
bers of the Institute and their depen- 
dents. The companies have already sub- 
scribed a very large fund for this fine 
benevolence. 

In his annual address President J. G. 
Nicoll said that Sir Ernest Bain and 
John Bain have provided the Institute 
with a most valuable nucleus of a mu- 
seum in the shape of the unique collec- 
tion of insurance relics got together by 
their uncle in a life time. The great 
part of the collection is still in the Guild- 
hall. The Institute now has for the first 
time a library and museum committee; 
and it is hoped it will have a home of its 
own where the Bain and other collec- 
tions can be housed. A bigger library 
is also wanted by the Institute. 

The Institute has increased its geo- 
graphical area. Now there are thirty- 
nine institutes. That number will be kept 
but branches of institutes will be oper- 
ated in a number of places. 

The new president of the Institute, 
Mr. Reynolds, of the Guardian, worked 
at Lloyd’s, where he began his insurance 
career. The secretary of the British In- 
surance Institute is E. W. Humphry, of 
London. The joint secretaries of the 
examiners’ committee—two important 
personages in the insurance educational 
world of Great Britain—are Robert Tay- 
lor and E. H. Minnion. 





TO WRITE FLOATER FORMS 


Royal and L. & L. & G. Groups Open 
Joint Department With H. C. 
Conick in Charge 


Following the opening of the Inter- 
state Underwriters’ Board to control and 
develop the writing of general cover con- 
tracts, the Royal and Liverpool & Lon- 
don & Globe groups, which include also 
the Queen, Newark Fire, American & 
Foreign, Star and the Federal Union, 
have organized a department for the 
acceptance and writing of floater forms 
of policies covering in one or more states 
for fire and allied lines. Formerly these 
lines were generally written under gen- 
eral cover, reporting and marine con- 
tracis. 

Hi. C. Conick has been appointed to 
manage this special department for the 
whole country, with an office located at 
15C William street. He was formerly 
agency superintendent of the Western 
department of the Royal and has had 
long experience with brokers and agents. 
The Royal and the Liverpool groups 
combined have the capacity to write 
maximum lines requiring large units. 


NORTH AMERICA CHANGES 


H. R. Heilman, assistant special agent 
of the Insurance Co. of North America 
in the New York suburban field, has 
been transferred to western Pennsyl- 
vania as assistant special agent with 
headquarters with State Agent F. W. 
Sippell in the Arrott building in Pittsbrugh. 
Jacob J. Barr, for several years connected 
with the brokerage department at the home 
office of the North America, will take 
Mr. Heilman’s place as assistant special 
agent in the New York suburban field 
with headquarters at 111 John street, 
New York City. 


PAYS FIRST DIVIDEND 


Directors of the Rochester American 
of the Great American group have de- 
clared a dividend of 214%, or twenty- 
five cents, payable July 15 to stockhold- 
ers of record June 29. This is the first 
dividend of the company which was li- 
censed to do business in New York 
state on June 7, 1928, taking over then 
the old Rochester department of the 
Great American. 


F. & G. N. J. APPOINTMENTS 

W. V. A. Keeler, New Jersey state 
agent for the Fidelity & Guaranty Fire, 
has announced the following additional 
appointments for New Jersey: Jon. Ger 
don, West Orange; C. R. Hoggett, Den- 
ville, and William F. Schick, Jr., Newark 
and East Orange. 
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“I’m keeping the old bus” 


“Well, Mark, I’ve just bought a new car, but I’m 
keeping the old bus for the family.” Thus spoke 
Joe Pendle to his friend Mark Cole, Glens Falls 
Agent. And then— 


“My insurance on the old car runs out this month. 
Don’t renew it, but write me full coverage on the 
new machine. It cost me $1,500 in cash, and here’s 
the other information you will need in making out 
the policies.”’ 


‘Thanks, Joe,” said Mark, “but take my advice 
and keep the old car insured, too. It’s just as liable 


to accidents as the new one, and the age of the car 
won't cut any ice with a jury if there should be an 
accident and somebody hauls you into court. You’ve 
got a nice home and money in the bank. Don’trisk 
all you’ve worked for by trying to save a little 
money on your automobile insurance.”’ 


‘““Humph,”’ said Joe, “I never thought of it in that 
way. I guess you’re right, and I’d better play safe. 
Go ahead and renew the policies on the old car 
and cover the new one at once. It’s probably the 
cheapest way in the long run.”’ 


MORAL: Wise agents realize that there is a lot of new 
business to be had among the “two-car” families. 





**The Glens Falls Fleet’’ 
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Cook Cites Work of 
N. E. Advisory Board 


MEMBERSHIP DRIVE RESULTS 





Massachusetts, New Hampshire and 
Vermont Have Already Exceeded 
Year’s Qucta; Membership Rules 





James W. Cook, prominent local agent 
of Providence, R. I., and chairman of the 
New England Advisory Board, reported 

on 
aeatan at Bretton Woods, N. H., of the 
New England Associations of Insurance 
Agents. The Board held six meetings 
during the last twelve months at which 
many important subjects were taken up 
for consideration. 

“At the June meeting a resolution re- 
ceived from the Massachusetts agents’ 
association concerned the reported bond- 
ing of bank officials and employes in 
Lioyd’s of London,” reported Mr. Cook. 
“This is a subject that concerns every 
one of our members, hence any informa- 
tion on this subject will be welcomed 
by us.’ 

Reporting on the results of the mem- 
bership campaigns in the six New Eng- 
land states, Mr. Cook said that three 
states: New Hampshire, Massachusetts 
and Vermont, have exceeded their 
quotas, while Connecticut, Maine and 
Rhode Island hope to reach their goals 
by September 1. The membershin fig- 
ures for the New England states follow: 


its activities Wednesday at the , 


JOINS AMERICA FORE GROUP 

T. G. Linthicum, formerly service en- 
gineer for the Southeastern Underwrit- 
ers’ Association at Greenville, S. C., has 
accepted appointment as assistant to E. 
C. Latham, service engineer for the Am- 
erica Fore group of companies for Vir- 
ginia and the two Carolinas with Greens- 
boro headquarters. Mr. Latham was re- 
cently promoted to that position after 
serving for some time as assistant to 
James H. Hinton who resigned the po- 
sition to become North Carolina special 
agent for the Fireman’s Fund. 





INSURANCE AUDIT FOR AGENTS 

The Fire Association of Philadelphia 
is now making available for the use of 
its agents and those of its affiliated com- 
panies, the Reliance, the Victory and 
the Constitution Indemnity, a_ service 
prepared by Harold K. Remington, vice- 
president of the Constitution Indemnity, 
and copyrighted by the Fire Association, 
entitled “Insurance Audit.” This service 
is one which enables the agent to study, 
in a systematic way, clients’ insurance 
needs and makes recommendations in 
relation thereto. The “Agent’s Manual” 
contains specific direction enabling the 
agent to apply the system to individual 
cases. 





SOUTHERN FIRE IN FIVE STATES 

The Southern Fire of New York is 
now doing business in five states, the 
latest being Tennessee and Nebraska. 
In New York state the company has 
appointed Chester W. Newman & Co. 





Present 
meee * eae Quota Membership 
Massachusetts ........ Sept. 1, 1927 5 447 
New Hampshire ...... Sept. 1, 1927 i0i = 180 
WN  sscoeeheueae Sept. 1, 1927 120 
The three remaining states—Connecticut, Maine sindk riieasié Island. still have some little 
distance to go, viz. 

Sept. 1, 1927 Sept. 1, 1928 Present No. Quota 

Commecticnt .. <s6sss0% 290 303 305 348 
SE ates ke btu anes 120 120 126 144 
Rhode Island ........ 89 89 85 105 





“As bills for dues for the fiscal year 
beginning in September, 1928,” said 
Chairman Cook, “had at that time been 
mailed to the members of the various 
state associations, it was the opinion at 
the West Baden Convention that the 
membership qualification plank con- 
tained in the several state constitutions 


would not apply until expiration of 1929° 


memberships. Then again it was hoped 
that in the interim one or more of the 
companies referred to might bring their 
practices into harmony with the prin- 
ciples of the National Association. Let 
us hope that they may yet do so. They 
have two months to go. 

“Maine, I regret to say has not as 
yet amended its constitution to bring 
it into harmony with that of the Na- 
tional Association. As the state leaders 
have the matter in hand, however, I am 
optimistic enough to believe that before 
the end of the fiscal year—possibly be- 
fore the Detroit Conventior y may 
secure the adoption of the necessary 
amendments.” 








BUYING WHEELING FIRE 





Crum & Forster Have Already Acquired 
Large Block of Stock and Making 
Offers For More 

The Wheeling Fire, a. small company 
of Wheeling, West Va., is being pur- 
chased by Crum & Forster. That or- 
ganization has already purchased a large 
block of the stock of the Wheeling and 
has offered all stockholders the same 
price as paid for that already acquired. 
Headquarters of the company will be 
maintained in Wheeling and the pres- 
ent officers and directors will continue 
in office. 

The Wheeling was organized in 1867 
as the German Fire of Wheeling and 
it maintained this name until the World 
War when it was changed to its pres- 
ent title. In the last annual statement 
the company had assets of $988,795, cap- 
ital of $200,000 and net surplus of $247,- 
240. While operating generally on a 
non-affiliated basis the Wheeling is a 
member of the Western Insurance Bu- 
reau in the middle west. 


of Yonkers as agents 


: in that section of 
Westchester County. 


High Commissions 
Temporary—Dunham 


WARNS NEW ENGLAND AGENTS 





Connecticut Commissioner Says Service 
To Public Is Final Test of 
Survival of Agents 





An immense trust is involved in the 
appointment of an insurance agent, said 
Colonel Howard P. Dunham, insurance 
commissioner of Connecticut, at the 
eighth annual convention of the New 
England Associations of Insurance 
Agents at Bretton Woods, New Hamp- 
shire, on Wednesday. “An agent who 
does not know the policy he sells, nor 
understands the need of his prospect, is 
not worthy to be trusted with a license,” 
he declared. 

Contrasting insurance sales methods in 
this country with those in England and 
the continental countries where insur- 
ance is sold mostly over the counter, di- 
rectly to the public, Colonel Dunham 
pointed out that the agency system in 
this country has more responsibilities 
but is vastly superior to that of any 
other system in vogue. He warned, how- 
ever, that the American agency system 
was still on trial and that whether or 
not it succeeded depended, upon the 
quality of service given to the insuring 
public and not upon the amount of com- 
missions agents were able to accumu- 
late. 

“People must be educated to adequate- 
ly insure their lives and property,” he 
said. “Because of the present agency 
system in this country, America, while 
even now greatly underinsured, is the 
best insured nation in the world and she 
is vastly the gainer thereby.” 

Sees Fall in High Commissions 

Discussing recent activity in the or- 
ganization of many new fire insurance 
companies, which he said _ presented 
many ‘complicated problems, Colonel 








Mortgages, Inheritance 


Life or Money values. 


and railway securities. 


financial resources. 





Whatever Your Life Insurance Needs 
There is a JOHN HANCOCK POLICY to fill them 


BE it for personal or business protection, or for home and 
family, with settlement of the proceeds by lump sum or by 
instalment or income payments. Annuity contracts in various 
forms. Total Disability and Double Indemnity issued. 


Special policies covering Partnership Agreements, Funds to 
guarantee a College Education, to provide Bequests, to cover 
Taxes and Estate Shrinkage,—thus 
making certain the carrying out of almost any program involving 


Group insurance has been issued since 1924.The Company 
now issues Wholesale and Salary Deduction insurance to which 
was added in 1928 Group Accident and Sickness insurance, and 
Group Accident and Dismemberment insurance. . 

Investments are of high quality, carefully distributed as to 
farm and city mortgage loans, public utilities, government bonds 


Dividend payments are at the highest scale in the Company's 
history. There has been a general reduction in annual cost to 
policyholders during the past seven years, while in the same 
period the Company has doubled its outstanding insurance and 


Surplus over all Liabilities, $38,667,784 
Reserves, $447,834,175; Other Liabilities, $9,669,748 
Total Assets, $496,171,707 





LIFE INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 

















Dunham expressed the belief that the 
high commissions, which are a result of 
the increased competition due to the 
entrance of so many new companies, 
breed new agents and cannot be main- 
tained. “Agents today,” he said, “are 
being swamped with offers of unstable 
contracts which are made attractive and 
alluring but which often have little per- 
manency.” 

Dwelling on the obligation of service 
which rests upon the agents, Colonel 
Dunham estimated that out of the 51,346 
agents in New England there were prob- 
ably 10,000 “that ought to be scrapped 
for the reason that they do not furnish 
insurance service of any value.” 

Continuing, the Commissioner said: 
“You agents in this country have made 


insurance salesmanship what it is. You 
have developed a technique. You have 
evolved a working code of ethics. You 


have established a standard of service. 
No class of men anywhere renders more 
valuable service to their community and 
their country. You are the agents of 
stability and rehabilitation. It is yours 
to furnish security without which little 
progress may be made. It is yours to 
relieve disaster. The commodity you 
sell is peace of mind, than which there 
is no thing more precious.” 





Premium Financing 
(Continued from Page 18) 


ganization for the benefit of its members 
in the formation of a plan whereby they 
themselves could better service and more 
economically finance their own business. 
Solution of Credit Evil 

“In talking with a prominent officer 
of one of the largest casualty companies 
a few days ago I brought up the ques- 
tion as to what he thought of the in- 
stalment plan of payment of premiums, 
and he stated that his personal impres- 
sion is growing every day that the 
agents are not taking sufficient advan- 
tage of the instalment plan to protect 
themselves and to correct the old credit 
situation, which they could do. There 
are still most of them content to either 
bear the burden themselves or pass the 
burden on to the company of granting 
excess credit where that credit can be 
duly extended under their arrangement 
with their company. It seems to me 
an opportunity to put all customers who 
are slow pay, or hard pay upon a defi- 
nite credit basis which would be to the 
advantage of every one and I do not 
see why agents are reluctant to do that. 
Various reasons have been given by va- 
rious agents, but none of them seems to 
me to be conclusive that there is not 
merit in the instalment plan for many 
customers. 

“T think personally the idea of making 
a man who does not pay his premiums 
definitely subject to an interest charge 
is a good one; the principle itself is 
good, and the operation an advantage 
to both company and agent. The idea 
of selling something new to the agents 
of this country is a distinct task, as 
you and I both realize. There is more 
inclination, it seems to me, on the part 
of agents to kick and to buck against 
something new simply because it is 
something new rather than to size it up 
as the inevitable and ride along with it 
in the best possible way. My own im- 
pression is that the agents of the state 
of New York have been more farsighted 
in this respect than other territories 
and I believe that they will live to reap 
the distinct benefit from the action 
which they have taken. 

“Tf it is true that the larger insurance 
companies are getting into the control 
of financiers, and the question being 
raised as to the necessity of the agent 
in the business, then it behooves us to 
do everything we possibly can as agents 
to keep as close a contact as possible 
with the public and in every way prove 
to them that the agent is the only and 
proper medium through which they can 
be served properly because of our more 
intimate knowledge of local conditions 
in the different localities in which we 
are located.” 
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LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 
JANUARY 1, 1929, STATEMENTS 


A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice- President 
ORGANIZED 1855 


FIREMEN’S INSURANCE COMPANY 


OF NEWARK, N. J. 
SURPLUS 
ASSETS LIABILITIES CAPITAL NET SURPLUS POLICYHOLDERS 


$56,065,676.33  $19,562,549.89 $13,500,000.00 $23,003,126.44 $36,503,126.44 





HENRY M. GRATZ, President NEAL BASSETT, Vice-Pres’t 
JOHN KAY, V.-Pres’t A. H. HASSINGER, Votre ws RS ca enanais V.-Pres’t. ARCHIBALD KEMP, 2d V.-Pres’t 


THE GIRARD F. & M. INSURANCE CO. 


OF PHILADELPHIA, PA. 


$. 6,036,606.06 $ 2,834,467.72 $ 1,000,000.00 $ hinge $ 3,202,138.34 





NEAL BASSETT, President JOHN KAY, Vice-Pres’t and Treasurer 
A. H. HASSINGER, Vice-Pres’t WELLS . By be Pres’t ARCHIBALD KEMP, 2d Vice-Pres’t 


MECHANICS INSURANCE CO. 


OF PHILADELPHIA, PA. 


$ 4,881,357.40 $ 2,770,413.44 $ 600,000.00 $ 1,510,943.96 $ 2,110,943.96 





NEAL BASSETT, President JOHN KAY, Vice-Pres’t and Treasurer 
A. H. HASSINGER, Vice-Pres’t WELLS % ae. view. -Pres’t ARCHIBALD KEMP, 2d Vice-Pres’t 


NATIONAL-BEN FRANKLIN FIRE TNS. CO. 
OF PITTSBURGH, PA. 


$ 5,021,040.53 $ 2,502,743.59 $ 1,000,000.00 $ 1,518,296.84 $ 2,518,296.84 





A. H. TRIMBLE, Ba NEAL BASSETT, Vice- . s’t 
JOHN KAY, res’t A. H. HASSINGER, V. ~~, | waeae t. mein V.-Pres’t ARCHIBALD KEMP, 2d V.-Pres 


SUPERIOR FIRE INSURANCE CO. 


OF PITTSBURGH, PA. 


$ 4,837,239.59 $ 2,492,228.84 $ 1,000,000.00 $ 1,345,010.75 $ 2,345,010.75 





W. E. WOLLAEGER, President NEAL BASSETT, Vice-Pres’t 
JOHN KAY, V.-Pres’t A. H. HASSINGER, V. — AB ana an Sn praia V.-Pres’t ARCHIBALD KEMP, 2d V.-Pres’t 


CONCORDIA | FIRE INSURANCE Co. 


WAUKEE, 


$ 5,359,804.52 $ 2,486,092.08 “S 1 ,000, 000. 00 $ 1,873,712.44 $ 2,873,712.44 





am L. sAeeeen, President NEAL BASSETT, Vice-Pres’t 
N KAY, V.-Pres’t A. H. HASSINGER, V. a ean ar V.-Pres’t_ ARCHIBALD KEMP, 2d V.-Pres’t 


CAPITAL FIRE INSURANCE CO. 


OF CONCORD, N. H. 


$ 666,598.88 $ 196.08 $ . 300,000.00 $ 366,402.80 $ 666,402.80 








NEAL BASSETT, Chairman of Board 
J. a ROWE, President S. WM. BURTON, Vice-Pres’t 
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ORGANIZED 1874 


METROPOLITAN CASUALTY INSURANCE CO. 


OF NEW YORK, N. Y. 


$15,452,308.70 $10,173.698.43 $ 1,500,000.00 $ 3,778,610.27 $ 5,278,610.27 


EASTERN DEPARTMENT 
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_ Newark, New Jersey: 
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844 Rush Street, 461-467 Bay Street, 60 Sansome Street 
Chicago, Illinois Toronto, Canada San Francisco, California 
= a MASSIE & RENWICK, Limited, W. W. & E. G. POTTER, Managers 
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JAMES SMITH FRED. W. SULLIVAN JOHN R. COONEY 
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Hartford Fire To 
Use Bill Board Ads 


TIE-UP WITH LOCAL AGENTS 





Company Feels That Vast Motoring 
Public Justifies Appeal Through 
Outdoor Publicity 





The well known fire demon, trade char- 
acter of the Hartford Fire, is making 
a debut on the outdoor poster boards of 
the nation. This is the Hartford’s an- 
swer to the demand of fire insurance 
agents for a colorful local tie-up with 
the Hartford national advertising. The 
posters over all, will be approximately 
nine by twenty feet with generous space 
remaining for the name and address of 
the local agent. The imprint is to mea- 
sure ten feet long by three feet eight 
inches high. 

According to J. W. Longnecker, adver- 


Better Construction 
Saves Public Millions 


FRAME BUILDINGS ARE GOING 








Vice-President C. W. Pierce of America 
Fore Companies Discusses Reduc- 
tion of Hazards 





Improved construction of the average 
building erected during the past few 
years has resulted in property owners 
and tenants enjoying savings of millions 
of dollars in fire insurance premiums, ac- 
cording to C. W. Pierce, vice-president 
of the America Fore Companies, in 
charge of the corporation’s engineering 
division. 

“There are, of course,” says Mr. Pierce, 
“other influences tending to reduce fire 
insurance rates, such as improved fire 
department protection, increased sprink- 
ler installations and fire prevention edu- 
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Hartford Fire Bill Board Adv’t. 


tising manager of the Hartford, the buy- 
ing trend of the nation is rapidly un- 
dergoing vast changes. This is an age 
of outdoor activity and millions of po- 
tential buyers of everything are hourly 
traversing the highways. Outdoor ad- 
vertising is increasing in its value as a 
general tie-up with magazine and news- 
paper advertising. It helps to localize 
a national company and lends prestige 
to the local representatives. 

Stressing the need for varied forms of 
advertising, Mr. Longnecker adds: 

“Tt would seem that insurance is one 
of those vital necessities that people buy 
after carefully discussing their individual 
needs with a reputable agent. But, the 
fact remains that many are under-in- 
sured or not insured at all. Every work- 
er has a certain earning capacity and the 
insurance man must fight just as hard 
to compete with every other appeal for 
the consumer dollar. 

“Insurance is a modern protective nec- 
essity, yet the insurance agent must eter- 
nally fight to make his sale against the 
tire dealer, car salesman, radio represen- 
tative and the sewing machine agent. 
That’s why we believe in all kinds of 
advertising and why we feel an ever 
mounting need for a better co-operation 
and understanding between agent and 
property owners.” 





G. B. RICH IN EUROPE 


G. Barrett Rich, vice-president of the 
Cormack, Rich & Co. general fire and 
casualty agency, Buffalo, sailed from 
New York on the “America” last week 
end, for England. He will be in charge 
of the American camp of the Boy Scout 
World encampment at _ Birkenhead, 
England, July 31 to August 13. 


cation, but construction is the most im- 
portant factor. 

“Thousands of more or less antiquated 
buildings of different types in all sec- 
tions of the national have in recent years 
been supplanted by new, slow burning 
and fire resisting structures and the re- 
sults have been clearly reflected in the 
average fire insurance rate, construction 
being the first consideration in figuring 
the basis charge for fire insurance pro- 
tection. 

Public Saves $283,000,000 

“In 1914, the average fire insurance 
premium charged by the leading stock 
fire underwriters of the country was 
$1.03 cents a hundred dollars of cover- 
age, while by 1928 it had declined to 83.4 
cents. This decrease, which occurred in 
the face of substantial advances in the 
prices of virtually all other business nec- 
essities, may not appear to be a material 
change, upon superficial examination, but 
when it is applied to the billions of dol- 
lars’ worth of buildings and contents 
covered by fire insurance, the effect is 
seen to be enormous. On the amount of 
gross insurance written by 234 leading 
companies last year, for instance, the 
difference in the premium rate meant 
a decrease of about $283,000,000 in in- 
come as compared with what these un- 
derwriters would have reported under 
the 1914 rate. It represents, therefore, 


approximately that much saving to the . 


public last year. 

“There is a definite trend away from 
the frame building toward the more fire- 
resisting classes, which are naturally en- 
titled to lower premium charges. On 
every hand there are to be found cases 
where carefully built structures of pro- 
tected steel and cement are taking the 
places of a number of obsolete fire traps 


which represented lower values but high- 
er premiums, 

“Not long ago in New York an in- 
stance of this kind took place, that il- 
lustrates graphically how better construc- 
tion has lowered the average fire in- 
surance premium; a group of old busi- 
ness buildings worth about $160,000 were 
torn down and in their stead there now 
stands a single building valued at $350,- 
000. The new property, however, pays 
only $203 for three years of fire insur- 
ance protection, whereas the old ones 
jointly contributed $1,024 for $190,000 less 
value at risk.” 





HAVE 60TH ANNIVERSARY 





Woodward & Williamson, Jersey City 
Agents, Have Birthday; Have Rep- 
resented L. & L. & G. 58 Years 
The Woodward & Williamson Agency 
of Jersey City celebrated its sixtieth 
anniversary last week. The firm, which 
is one of the oldest in New Jersey, was 
established on July 2, 1869, by R. W. 
Woodward and T. P. Sherwood, doing 
business under the firm name of Wood- 
ward & Sherwood until 1871 when J. 
Q. A. Williamson became a member of 

the firm. 

The firm’s name was then changed 
to Woodward, Sherwood & Co. In 1893 
Mr. Sherwood died and again the firm 
name was changed to Woodward & Wil- 
liamson under which name’ the firm has 
been operating ever since. 

The Jersey City office has been lo- 
cated at 11 Exchange place for many 
years where the firm represents the 
Eastern Underwriters, Globe & Rutgers, 
Home F. & M., New York Underwrit- 
ers, Pennsylvania Fire, State Assurance 
and the L. & L. & G. The firm has 
represented the latter company for a 
period of fifty-eight years. 

The firm also has an agency in Eliza- 
beth where it represents the Commercial 
Union, Eastern Underwriters, New York 
Underwriters and the Scottish Union & 
National. The firm is general agents 
for the Great American Indemnity, lia- 
bility and surety bonds, and the Union 
Marine, automobile fire and theft lines. 





SALVAGING SUNKEN GOLD 
According to British press reports, sal- 
vaging work has been resumed on the 
“Egypt,” P. & O. liner sunk in 1920, and 
which had on board £1,000,000 worth of 
specie. 
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Rawlings To Join 
New Fire Company 


MONARCH FIRE OF CLEVELAND 





Formed By Financial House With Capi- 
tal And Surplus Of $3,700,000; Colum- 
bian National Reported Sold 





Ralph Rawlings of Rawlings & Hew- 
ett, Lansing, Mich, managers of the 
Western department of the Boston and 
Old Colony companies of Boston, is slat- 
ed to be president of a new fire com- 
pany, the Monarch Fire & Marine of 
Cleveland, according to reports coming 
from the Middle West this week. Otis 
& Co., a financial investment house in 
Cleveland, has organized the Monarch 
F. & M. with $1,000,000 capital, $2,000,- 
000 surplus and a voluntary reserve of 
$700,000. This financial corporation has 
also purchased control of the Columbian 
National Fire of Lansing. 

Few fire underwriters in the West are 
better known than Mr. Rawlings. He 
is an extremely capable executive, has a 
gracious personality and enjoys wide 
popularity. He is now president of the 
Western Insurance Bureau. Together 
with B. L. Hewett, Mr. Rawlings has 
been a manager for the Boston and Old 
Colony for many years, and the two 
of them have developed a fine line of 
business for their companies. 

In business since 1911, the Columbian 
National has not made the progress with 
its fire underwriting that had been ex- 
pected. It writes about $700,000 a year 
in premiums and is admitted to more 
than thirty states; also has a good agen- 
cy plant, but is in need of a strong exec- 
utive personnel. 





SELLS-MAKES HOLE-IN-ONE 

An enthusiastic seller of the Fidelity- 
Phenix’s new “Hole-in-One” policy, 
which covers a golfer and his equipment 
against eall hazards incidental to the 
game, Philip De Lucca, agent of the 
company at Elmsford, N. Y., recently 
accomplished the unusual feat of making 
a “hole in one” on the Mohansic course. 
Another noteworthy point is the fact 
that the ace was made at the 173-yard 
thirteenth hole, the shot from the tee 
striking the green about fen feet from 
the cup, into which it rolled. 





READING LOSS OFFICE 

The General Adjustment Bureau an- 
ounces the opening of a district office 
n the Ganster Building, Fifth and Wal- 
nut streets, Reading, Pa. in charge of 
J. A. Forsythe, Jr., district manager. 
'r. Forsythe will make his headquarters 
Reading and will have general super- 
‘sion of adjustments in the territory of 
e Allentown, Harrisburg and Reading 
hees of the bureau. Losses in Berks, 
neaster and Lebanon counties and in 
chuylkill County west of (and includ- 
ng) Pottsville, will be handled through 
he Reading office. 


ano ts Bf te 





R. GREEN WITH SOUTHERN FIRE 

“he Southern Fire of New York an- 
nounces the appointment of Ross Green, 
Jr, as manager of its local and out-of- 
town departments, effective July 15. He 
will be located at the company’s home 
omce at 111 John street. For the past 
nine years, Mr. Green has been asso- 
ciated with the Aetna of Hartford under 
the jurisdiction of Joseph W. Russell, 
Tesident attorney. 





STEPHEN V. MORGAN DIES 

Stephen V. Morgan, president of the 
Morgan & Green Insurance Agency of 
Pittsburgh, died on Tuesday at his home 
In that city. He had been in insurance 
in Pittsburgh for more than twenty 
years and was prominent in business 
and social circles. He leaves a wife, 
three daughters and two sons. 





H. H. JONES KILLED 
H: H. Jones, a vice-president of the 
National American Fire of Omaha, Neb., 
was killed July 3 in a fire at Omaha. 
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VENUS. 
the Verdict. .! 


ITY the goddesses; even they worship the 
shrine of vanity. ‘For the fairest” was inscribed 
on the golden apple that landed amidst Juno, 
Minerva and Venus which started the rumpus.. 
Poor Paris, the judge, was giddy with the bribes 
offered by these three covetous maidens from 
Juno offered him riches and power, 
Minerva glory and renown in war, Venus the 
fairest of women for his wife. Venus won. That 
little vainglorious bribe certainly started things, 
for the famous Trojan War was soon in full 














gets 


LTHOUGH bribes often accomplish the unusual, they 
all too often pack a boomerang. The Home Agent is fully 
aware of the financial status of his Companies. He knows 
what constitutes reasonable remuneration for his under- 
writing activities, and is suspicious of any extras that may 
well come under the category of bribes ... unlikely to 
come from stable stock companies. 


They cannot help, 
but only hinder in the long run. 


NEW YORK 


Cash Capital $18,000,000 
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Sullivan Criticizes 
Adjustment Methods 


FAVORS A CENTRAL BUREAU 





New Hampshire Commissioner Tells Lo- 
cal Agents Claim Settling Could 
Be Improved 





Insurance Commissioner John E. Sul- 
livan, of New Hampshire, feels that in 
the progressive steps taken by insur- 
ance companies over the last twenty-five 
years and more, the loss adjusting end 
of the business has been slighted in 
favor of production. Speaking Wednes- 


day at Bretton Woods, N. H., before the 
summer convention of the New Eng- 
land Association of Insurance Agents, 
the commissioner said he hoped to see 
the day come soon when the individual 
company adjuster will give way to a bu- 
reau supervising the settling of claims 
for all companies. Although not men- 
tioning the centralized loss adjustment 
plan of the National Board of Fire Un- 
derwriters, Mr. Sullivan expressed 
hearty approval of that idea. 

“No element of the insurance busi- 
ness-is-more vital to the business of in- 
surance and particularly the policyhold- 
er who is the real stockholder of any 
insurance company, than the day of set- 
tlement,” said the commissioner. “Why 
inject what may be termed a mechanical 
device as substitute to deal with that 
vital feature, settlement and payment of 
losses, for the human element which has 
so successfully represented the business 
of insurance? Hazards have existed for 
centuries and will exist for centuries. 
Policy contracts should be clear and 
comprehensive in their terms and condi- 
tions. You agents should have absolute 
knowledge of policy contracts in order 
that you may fit your clientele with a 
protection that will indemnify when 
losses occur. 

“When the time comes that the varied 
companies find it necessary to set up an 
independent bureau and dispense with 
the adjuster of a company who is a 
true representative and who has func- 
tioned satisfactorily for years in our 
state, by substituting a mechanical de- 
vice for that which may be termed a 
human element of a company, such may 
bring about a condition which may op- 
erate to the detriment of the policyhold- 
er and to the best interests of all con- 


cerned. If such a method comes into 
being, I confidently believe that the 
states of this nation’ will be required 


to make applicable regulatory provisions 
and require all adjusters to become au- 
thorized. The aches and pains of the 
business will never be entirely elimi- 
nated, therefore it behooves you agents 
who are collecting no less than eight 
hundred million dollars annually from 
the American people to be familiar with 
your business that you may serve the 
policyholder from the original date of 
policy to its expiration and that you 
may stand as a monitor of justice to 
both your company and your clientele.” 





RIVERSIDE CHURCH LOSS 

The loss committee of the New York 
Board of Underwriters says that the es- 
timated probable ultimate fire loss on the 
Rockefeller Baptist Church on Riverside 
Drive has been increased 
$1.500.000 and $1,750,000. This is more 
than 50% more than the early estimates. 


to between . 


¢ Anliance advertising is a “star” 
producer for all Alliance Agents 
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C. & R. CLASSIFICATIONS 





Commissions of 35% to Be Paid New 
Jersey Agents on Many Pro- 
tected Risks 


The Corroon & Reynolds companies 
which are now paying commissions. to 
New Jersey agents of 15, 25 and 35%, 
are granting 35% on the following 
risks in the protected classes: apart- 
ment houses and their contents, in- 
cluding apartment houses with stores 
on first floor, barns and contents, board- 
ing houses, brick; dwellings, brick 
or frame, and their contents; educational 
institutions, brick, and their contents; 
greenhouses, private, and contents; ho- 
tels, fireproof, and contents; institutions, 
brick, and contents; household furniture 
in buildings occupied above grade as 
dwellings; mercantile buildings, brick; 
public buildings, brick; and religious in- 
stitutions, brick, and contents. 


Classes of risks on which 25% com- 
mission is allowed include: bath-houses, 
private, and contents; city halls, frame. 
and contents; court-houses, frame, and 
contents; educational institutions, frame; 
fire department stations, frame; garages, 
public, and contents; greenhouses, pwb- 
lic; hotels and contents: household fur- 
niture in mercantile buildings; improve- 
ments to’ buildings when insured specifi- 
cally; institutions, frame; libraries, 
frame, and contents; lumber; mercantile 


buildings, frame; mercantile contents in 
brick buildings; mercantile contents of 
stores in apartment houses; milk sta- 
tions; museums, frame; piers and mer- 
chandise therein; police stations, frame; 
public buildings, frame; public utilities, 
brick or frame, and contents; pump- 
ing stations; religious institutions, 
frame; special hazards, brick, single oc- 
cupancy, and contents; ditto as _ to 
building in multiple occupancy; town 
halls, frame; warehouse, brick or frame 
and contents; and pumping. stations, 
frame. 

All other classes under protection are 
allowed 15% commission. The unpro- 
tected risks are limited to 15 and 25% 
commission. 





HOT HOUSE HAIL COVERS 

Negotiations are going on at present 
for the introduction of hot house hail 
coverage in Austria. The members of 
the Austrian hail pool are likely to write 
the insurance. So far only one company 
on the continent has written this type 
of coverage, the German Hail Insurance 
Mutual for Gardeners of Berlin. An- 
other company, the Swiss Hail Insurance 
Co. of Zurich, only covers the contents 
under their hail insurance of crops form. 
The coverage is proposed on a basis of 
rates of 144% per annum for horizontai 
and sloping glass roofs and 1% for ver- 
tical glass sides of the hot houses and 
glass encovered beds, to cover breakage. 


Jersey City Losses 
By Fire Show Decrease 


$92,850 FOR FIRST SIX MONTHS 


Drop of Nearly $100,000 From Similar 
Period in 1928; One Million Less 
Than 1927 








According to the figures issued |ist 
week by the fire department of Jersey 
City, the fire losses for that city or 
the first six months of 1929 show a drop 
of over $99,000 from the same per od 
of 1928 and a decrease of over $1,100 100 
from. 1927 when the losses totaled %1,- 
252,400. 

The decrease, fire department offic:als 
say, is due to the effective work of the 
fire prevention bureau attached to the 
fire department of the city which is un- 
der the supervision of Inspector James 
M. Connolly. The bureau has made a 
specialty of inspecting factories and 
large industrial plants and in this way 
has kept many buildings free of rub- 
bish and other fire hazards. 

The fire losses for the first six months 
of 1927, 1928 and 1929 are shown in the 
following monthly table: 





1927 
- $ 12,900 
10,400 
1,048,950 
34,400 
ies ERE Eien oe Sh 14,550 
DOE ksewc a edcwteccnncceds 131,200 
MOUUL <cs cnecas essence $1,252,400 

1928 
WENO Sc ccvepeetbege cteae ue $18,850 
MCHEMGED sivcvecoeenstcccwes 15,250 
REPED Ossie si cacoericces« 38,250 
BOE  sdsats.veddeicwa tues 79,800 
LN era Peer rere 31,800 
oS CRI rk tre one ree 8,000 
Gta. ce Sore $191,950 

1929 
MNES. | gaxacvewmecacee esses $30,300 
PEERY See vwccnndeenccenns 33,650 
URE: dno Were esceee watewine e 3,500 
BE ewbdeaeieareuenckstin 19,900 
WAG Oscaswietinsans ecw etc tes 3,500 
MAREE © 1. Kearercleea Ceronreeraw er see 2,000 
QUAL i WdeRIRGe eens $92,850 





GERMAN PREMIUM INCOME 


Premium income in Germany in the 
lines subject to supervision has increased 
from 956,000,000 marks in 1926 to 1,200, 
000,000 marks in 1927 as shown in the 
report of the German Insurance Depart- 
ment for 1927 which has only recently 
appeared. Marine and reinsurance are 
not under the supervision of the de- 
partment. Reinsurance premium income 
was 795,000,000 marks and of this 489,- 
300,000 marks were retained net by the 
reinsurance companies, and the rest ret- 
roceded. About half a billion of the 
above 795 millions was written by the 
companies accepting exclusively reinsur- 
ance. The premium income of foreign 
companies working in Germany _ in- 
creased from 65 millions in 1926 to 77.7 
millions in 1927. For 1928 complete fig- 
ures have not as yet been compiled but 
most companies again show subsian- 
tial gains. 





N. F. P. A. MEETING DATES 

The annual convention of the Nation- 
al Fire Protection Association wi!! be 
held next year at Atlantic City during 
the week of May 12. It is also beli-ved 
that the annual meeting for the fo!!ow- 
ing year, 1931, will be held at Toronto, 
Canada. 
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= desc hianpcaael “America Fore” submits the following figures taken 

Dory from the January 1, 1929 statements of the companies 

<A = now comprising the Group: 

of rub- 

months Total Assets - - - - $255,226,549 

aie Total Liabilities - - - 125,378,834 
0:400 Total Capital - - - - 37,000,000 
400 Total Policyholders Surplus 129,847,715 
—_ Total Fire Premiums - - 66,214,179 
52,400 
ee Total Casualty Premiums - 26,033,408 
5,280 Total All Premiums - - 92,247,587 
79,800 
31,800 
With the acquisition by the Continental and Fidelity- 
91,950 
ide Phenix, of the Fidelity & Casualty Company, the Niagara 
"500 Fire Insurance Company and the Maryland Insurance 
19,900 

a Company, “America Fore” becomes the greatest Fire and 
i pany 
aaa Casualty Insurance group in the world today. 
OME 
+ in_ the As an agent of any of the companies in the Group, 
0 1200, you will now enjoy unprecedented benefits in the way of 

ae greatly enlarged underwriting capacity, and of financial 
— = strength back of the policies you sell unequaled in the 
his 189, history of fire and casualty insurance. 
t by the 
rest ret- 

> e ; Sincerely yours, 

= Ly | = 
to 717 anaes Pont ae z : 
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ding THE CONTINENTAL INSURANCE COMPANY OF NEW YORK 
Tort FIDELITY-PHENIX FIRE INSURANCE COMPANY OF NEW YORK 
aig: NIAGARA FIRE INSURANCE COMPANY OF NEW YORK 
CA AMERICAN EAGLE FIRE INSURANCE COMPANY OF NEW YORK 
—_ FIRST AMERICAN FIRE INSURANCE COMPANY OF NEW YORK 
—— **AMERICA FORE” 
16718 MARYLAND INSURANCE COMPANY OF DELAWARE 
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DeVan Says Companies 
Are On Financial Orgy 


SEES RETURN OF UNDERWRITER 


Agents’ Ass’n President Views Great 
Mergers As A Disturbing Influence 
To Agency System 


Characterizing the present period in 
the history of fire insurance companies 
as a sort of orgy in which company mer- 
gers and financial gains outside of un- 
derwriting rank uppermost, President 
R. P. DeVan of the National Associa- 
tion of Insurance Agents told those as- 
sembled Wednesday at Bretton Woods, 
N. H., at the summer convention of the 
New England Associations of Insurance 
Agents that the “ponderous structure 
will fall of its own weight and we may 
look to see the return of the underwrit- 
er to his insurance and the financier to 
his banking.” 

Mr. DeVan spoke on the trend of the 
times and said that gigantic combinations 
are the order of the day. Financial 
power, he said, is the guiding hand just 
now for the great American insurance 
companies. One by one, according to 
Mr. DeVan, the company of average 
size, the good agency company, is losing 
its identity and its prestige as an indi- 
vidual company and taking its place as 
a comparatively insignficant member of 
a giant group. 

“This development is entirely without 
our hands,” stated Mr. DeVan, “but it 
is significent of the new times and new 
ways. It is of vital moment to us be- 
cause if underwriting is to become a 
lost art, if insurance is to become sub- 
servient to banking and subject to the 
vagaries of the stock market, it takes 
no prophet to foretell the future of the 
local agent. 

Financial Phase At Its Height 

“Just now the financial orgy is at its 
height. We can only hope for the turn- 
ing. We lift our heads in the hope that 
as the camel scents the dawning, we may 
discern a new freshness in the air, 
through the thickness of the night. 

“The more conservative underwriters 
are beginning to wonder how far it will 
go and what will bring the turning. It 
may be brought about by the financiers 
themselves when a_ bad _ underwriting 
year comes and the billions of dollars 
they have poured into stock of old and 
new companies fail to produce the ex- 
pected dividends—it may take a confla- 
gration, or even worse, excess legislative 
and departmental control. It may be 
that normal economic changes will bring 
it about, but in my mind there is no 
doubt that the ponderous structure will 
fall of its own weight, and we may look 
to see the return of the underwriter to 
his insurance and the financier to his 
banking. 

“This passing year we have witnessed 
the organization of more new fire com- 
panies, more new casualty companies, 
and more combinations of fire and cas- 
ualty companies than ever before. The 
fire-casualty combination is but follow- 
ing the ‘trend of the times’ along all 
business lines, and where the two work 
together harmoniously,,the combination 
may work to a distinct advantage of the 
agent. But again some of the more con- 
servative underwriters say hands off— 
that the method of operation of the two 
classes is too widely variant to admit 
of ultimate success. 

“We have seen the combinations— 
amalgamation idea extended—pools and 
associations and bureaus world without 
end. Where they make for simplifi- 
cation of practices and co-ordination of 
effort, they serve a_ useful purpose. 
Where they tend to disrupt established 
practices to provide a barrier between 
the individual company and its agents 
and to break down contractual relations 
between them, they provide a disturbing 


element that more than obviates the’ 


good they may accomplish. 
Competition By Church Ins. Co. 
“Then when it seemed as if the year 
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Jersey Ass’n Denies 
Commission Approva! 


AGENTS DID “NOT O. K. PLAN 


Pres. Hickman Says Individual Agents 
Were Consulted at Conferences 
Upon New Commissions 


The New Jersey Association of Un- 
derwriters, through its president, Frec- 
erick Hickman of Atlantic City, has de- 
nied that the association has approved 
the new commission scale adopted by 
the Eastern Underwriters Association 
for New Jersey. In correcting the im- 
pression given by several insurance com- 
panies that the agents’ organization 
stands behind the new scale, President 
Hickman states the following in a letter 
sent to members of the association: 

“My attention has been called to the 
fact that several companies, in announc- 
ing the new commission scale, have stat- 
ed that the same was adopted and ap- 
proved by the State Association. 

“This is an error. The State Associa- 
tion was not invited to any conferences 
on the subject, nor were any of the as- 
sociation officials, as such, invited. 

“What did happen was this: On June 
4 the following agents, most of whom 
represent both board and _ non-board 
companies and some of whom are mem- 
bers of the State Association, were in- 
vited to a conference with a committee 
of the Eastern Underwriters’ Associa- 
tion: 

“Percy Schenck, Harvey B. Nelson, 
James Ransom, Arthur Reeve, William 
Naulty, Thomas Moffatt, William Hurt- 
zig, W. M. Dickinson, "Alfred Christie, 
Fred Cox, Harry Godshall and Frederick 
Hickman. 

“These agents were advised that the 
Eastern Underwriters Association had 
decided on separation, with a revision 
of the commission scale upward, and 
were asked if they would agree to the 
proposition, as representing their own 
agencies, and use whatever influence 
they might have to secure the approval 
of their fellow agents. 

“On June 12 a second conference was 
held, at which the final draft of the new 
commission scale was discussed. The 
agents sought to get the most liberal 
scale they could. One of the things they 
tried to have eliminated was the co-in- 
surance feature, but without success. 

“It is unfortunate that any statement 
should have been made that the schedule 
was approved by the State Association, 
and this letter is issued to correct that 
impression.” 





had done its worst, in May along comes 
a group of the country’s leading finan- 
ciers and put the Episcopal Church into 
the insurance business. 

“For a dominant church, conducted 
presumably for the saving of souls, to go 
into business on a semi-mutual plan and 
in competition with thousands of its 
members, does seem preposterous. There 
may be, as proponents of the plan claim, 
no moral hazard involved, but any con- 
sideration given to moral principle is 
not recorded. 

“With the exception of my last re- 
marks, I have dwelt for the most pa - 
on the debit side of the ledger. Bui 
am by no means blind to the credit side, 
and I believe that, measure for measure, 
it is as great. 

“Of first rank, and you may be : 
prised, I submit that the conferec 
agreement still offers the brightest *ay 
of hope to us in our relations with © 
fire companies. Don’t ever get the i'e 
that the conference agreement is d 
Most certainly, the National Board 
its medium is thoroughly dead. But 
one of the two hundred and twenty c«! 
panies that have signed it has even ! 
dicated any desire to withdraw. If t! 
be any change, it is that there is ce 
added inclination on the part of th: 
companies to abide by its principles 
in proportion as there is added evidenc 
on our part that we are determine‘ to 
give our allegiance to loyal companics.’ 
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EXTENDING COUNTRY-WIDE SERVICE AND PROTECTION 
DECEMBER 31ST, 1928, STATEMENTS 
AMERICAN EQUITABLE ASSURANCE COMPANY OF NEW YORK LONG ISLAND FIRE INSURANCE COMPANY 
Assets Liabilities Capital *Net Resources Assets Liabilities Capital *Net Resources 
$10,099,162.29 $3,394,266.51 $2,000,000.00 6,704,895.78 $408,657.14 $42,532.38 $200,000.00 $366,124.76 
MERCHANTS D N MPANY 
BRONX FIRE INSURANCE COMPANY OF THE CITY OF NEW YORK _—— WOWAEE Ley en — 7 
$4,889,591.12 $755,197.32 $1,;000,000.00 $4,134,393.80 $5,774,475.31 $1,291,847.16 $1,000,000.00 $4,482,628.15 
BROOKLYN FIRE INSURANCE COMPANY NEW YORK See Bacate i og COMPANY “ 
$5,762,813.80 $1,293,331.77 $1,000,000.00 $4,469,482.03 $2,922,000.19 $927,051.01 $1,000,000.00 $1,994,949.18 
GLOBE INSURANCE COMPANY OF AMERICA REPUBLIC FIRE INSURANCE COMPANY 
PITTSBURGH, PA. (Incorporated 1862) PITTSBURGH, PA. (Incorporated 1871) 
$2,258,430.77 $813,552.56 $512,000.00 $1,444,878.21 $4,076,176.31 $1,040,535.31 $1,000,000.00 $3,035,641.00 
KNICKERBOCKER INSURANCE COMPANY OF NEW YORK lahat yr PAN ae 
$5,034,363.88 $2,255,641.18 $1,000,000.00 $2,778,722.70 $5,327,783.03 $758,805.07 $1,500,000.90 $4,568,977.96 
*Net R es, being aggregate of Capital, Net Surplus and Voluntary Reserves. 


CLASSES OF INSURANCE WRITTEN 


FIRE, AUTOMOBILE, EXPLOSION, RIOT, CIVIL COMMOTION, TORNADO AND WINDSTORM, SPRINKLER LEAKAGE, USE AND OCCUPANCY, PROFITS, 
: : LEASEHOLD AND GENERAL MERCHANDISE FLOATERS. “ner 


CORROON & REYNOLDS 
INCORPORATED 
92 WILLIAM STREET . MANAGER 


NEW YORK CITY, N. Y. 
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Real Demand Yor cAircraft Damage 


Insurance From Property O-wners 


Many fire’ insurance companies are now 
making real campaigns to sell aircraft 
damage insurance and to have this type 
of coverage keep pace with the rapid and 
tremendous growth of aviation and of 
straight aviation insurance. Among the 
companies most interested in aircraft 
damage insurance are the Boston and Old 
Colony companies of Boston. The month- 
ly publication of these companies, the 
“Accelerator,” in the July issue features 
a most interesting presentation for local 
agents of reasons why property owners, 
and especially those in the vicinity of air- 
» ports, should carry this particular type of 
protection. Raymond C. Dreher, editor 
of the “Accelerator,” is himself an avia- 
tor and thoroughly understands the risks 
of the business. 

If the only reason you are not active- 
ly soliciting aircraft damage insurance 
is that you don’t think there is a real 
need for it, by all means buy a copy of 
any one of the score of aviation maga- 
zines and convince yourself before your 
competitors get the jump on you. Thumb 
through the magazines. You will find 
page after page of flying school adver- 
tisements—practically every state in the 
Union is represented. These schools are 
not of the “one patched-up war-training 
plane” variety, but schools financially 
sound, with the best of equipment, and 
they are turning out thousands of pilots 
yearly. In addition to this class of ad- 
vertising you will find advertisements of 
planes—transport, training, and pleasure 
planes. Incidentally, you can now buy 
a good pleasure plane for what you 
would pay for a good automobile. 

The airplane has lost its power of mak- 
ing people stop in its track to gaze in 
wonder. While people still look up when 
they hear the vibrant hum of a motor, 
the chances are that instead of saying, 
“Gosh, that fellow has nerve!” they say, 
knowingly,: “Say, that tri-motored Ford 
is a sweet.job,” or, “I’m right; that’s a 
Ryan Brougham.” 

Planes Can’t Always Pick Own Landing 
Places 


But these days of giant strides in the 
marvelous science of aeronautics, with 
the air occupied as never before by an 
increasing multitudé of aircraft, have 
their somber side. 

The ship of the air that encounters 
tragic trouble aloft and falls uncontrolled 
to the earth cannot always pick its land- 
ing spot. Not yet! With ever increas- 
ing Irequency, these unfortunate craft 
are crashing down upon buildings and 
other private property, causing unescap- 
able damage and material financial loss 
to the owners. The tremendous growth 
of aviation has left a new danger at our 
door! 

Particularly does this hazard now 
threaten all localities near airlanes and 
in wide areas surrounding commercial 
and military aviation fields, air-mail ter- 
minals, fair grounds, and aeronautic 
manufacturing headquarters. Property 
near golf courses, parks and undeveloped 
level land which might be picked for a 
forced landing are also in danger. What 
city or town throughout the United 
States is exempt? 

To meet the great demand for proper 
financial protection to those whose homes 
or other buildings and their contents lie 
in these hazardous areas we have pro- 
vided a needed, adequate, simple, inex- 
pensive and highly desirable form of in- 
demnity—aircraft damage insurance. 

This type of insurance provides indem- 
nity against direct loss or damage to real 
and personal property by airplanes, diri- 
gibles and balloons. However, buildings 
and contents belonging to aviation com- 
panies or situated upon a flying field, air- 
port, landing field or any ground reg- 
ularly used for aviation purposes, and 
any other buildings or contents severely 
exposed, are on the prohibited list. 

A “No-Endorsement” Form 


The policy is a “no-endorsement” form. 


It is primarily intended to cover only 
property damage loss, although usual 
complimentary covers, such as use and 
occupancy, rents, etc., may also be cov- 
ered through the use of a special rider, 
but only atter acceptance of liability by 
the company. 

While many companies charge an in- 
creased rate for property located near 
airports and in addition attach a reduced 


_Tate co-insurance clause, we, in our en- 


deavor to make our policy simpler, make 
no deviation in rates and have discarded 
the. co-insurance clause. 

We are writing this coverage at a 
minimum rate of eight cents for one year 
and twenty cents for three years per 
hundred. 

If a prospect argues that there is not 
much chance of his property being dam- 
aged by falling aircraft, agree with him 
for the time being. Then tell him that 
that point was considered in the rate 
making, as the low cost shows. You can 
easily make him see that peace of mind 
is bought cheaply through aircraft dam- 
age insurance. Another objection that 
might be raised is that in case of a loss 
the amount of damage could be collected 
from the pilot or owner of the plane. 
Granted that property damaged by 
planes owned by financially strong trans- 
port companies could be collected, the 
facts show that planes doing the most 
damage are of the barn-storming or “a 
hop for $5” type, so it is obvious that 
the only sure way of collecting for dam- 
age is to carry insurance. 

Window displays can be used to’ good 
advantage in your selling plan. Here’s 
a suggested window that is both simple 
and effective. All you need is a card- 
board house and a toy airplane. Cut a 
hole in the roof of the house and wedge 
in the nose of the airplane. Place this 
display in the center of the window. For 
a background use newspaper clippings 
and photographs. On each side of the 
house arrange a number of aircraft dam- 
age folders and directly in front of the 


house put up a sign reading, “Aircraft: 


Damage Insurance. Aircraft damage in- 
surance is a necessity to all property 
owners within gliding distance of air- 
lanes. Ask for a descriptive folder.” 
You'll be surprised at the talk this sim- 
ple window will create and at the num- 
ber of people who will stop in and ask 
for a folder. 





RIGHT TO APPEAL DENIED 

The Appellate Division of the New 
York Supreme Court last week denied 
the application of a defendant fire in- 
surance company for leave to appeal to 
the Court of Appeals in the case of 
Solomon Albert and New York Loan 
& Security Corporation, respondent, 
against the Hamilton Fire, appellant. In 
this case the Appellate Division had af- 
firmed the order of Justice Philip Mc- 
Cook at special term of the Supreme 
Court, directing the insurance company 
to substantiate its defense under the 
standard fire policy in advance of the 
court trial. The Hamilton, in seeking to 
appeal, said there were important ques- 
tions of law involved which should go 
to the Court of Appeals. 





OKLAHOMA LOSSES INCREASED 


Fire loss in Oklahoma City during the 
last fiscal year exceeded that of the 
1927-1928 fiscal year by more than $85,- 
000, a recent announcement of George 
Goff, chief of the fire department, re- 
vealed. A report made by the chief 
to the city manager indicated the loss 
for the 1928-1929 fiscal period to aggre- 
gate $331,525, as compared with $245,- 
963 the previous fiscal year. Included 
in last year’s figures was $145,297 on in- 
sured buildings and $8,510 on uninsured 
structures. The insured contents loss 


was shown to aggregate $134,656 and un- 
insured losses of this kind of $43,072. 


THEFT COVER DEFINITION 





National Auto Conference Issues Ex- 
planation of Coverage With the 
Various Exceptions 
The National Automobile Underwrit- 
ers’ Conference has notified its members 
of a change in the definition of the theft, 
robbery and pilferage perils in the stand- 
ard automobile policy forms. The 

changes follow: 

“Theft, robbery and pilferage, except- 
ing by any person or persons in the as- 
sured’s household or in the assured’s 
service or employment, whether the 
theft, robbery or pilferage occurs dur- 
ing the hours of such service or em- 
ployment or not, and excepting by any 
person, or agent thereof, or by the agent 
or any firm or corporation to which per- 
son, firm or corporation the assured, or 
any one acting under express or im- 
plied authority of the assured, volun- 
tarily parts with title and/or possession, 
whether or not induced so to do by any 
fraudulent scheme, trick, device or false 
pretense; and excepting in any case, 
other than the theft of the entire auto- 
mobile described herein, the theft, rob- 
bery or pilferage of tools or repair 
equipment. ; 

“This policy does not insure against 
the wrongful conversion, embezzlement 
or secretion by a mortgagor, vendee, les- 
see or other person in lawful possession 
of the insured property under a mort- 
gage, conditional sale, lease or other con- 
tract or agreement, whether written or 
verbal. 

“In the opinion of the drafting com- 
mittee, under a strict interpretation of 
this clause as heretofore worded, an as- 
sured parts with the possession of his 
automobile every time he leaves his car 
in a parking place or places it in a ga- 
rage for storage or repairs and it is not 
the intention of the policy to deny lia- 
bility for subsequent theft by a third 
party from the bailee. It, therefore, 
seemed important that this wording 
should be changed as indicated above.” 





LONG DELAY ON SHANKS CASE 

The Commonwealth of Kentucky has 
filed its record in case against William 
H. Shanks of Stanford, Ky., former state 
auditor, in the Court of Appeals for 
the certification of the law. The record 
contains 762 pages made up of five vol- 
umes and many exhibits. The case will 
be called for the September term, which 


usually begins the middle of September , 


but it is likely that it will not be tried 
by the court until after the first of the 
year, as there will be innumerable mo- 
tions to postpone so that it is not prob- 
able that the case will come up for trial 
before Christmas at all events. The 
mandate of the court will not likely be 
filed until the spring term of the Frank- 
lin Circuit Court, where the case will 
be retried, so that it is not probable 
that the Shanks case will be tried again 
until September of next year. 





HOME SECURITY DIVIDEND 


The board of directors of the Home 
Fire Security Corporation, the holding 
company for some of the affiliated com- 
panies: of the Home, on Monday de- 
clared its first dividend, a semi-annual 
one, of thirty cents a share. In addi- 
tion the directors declared an extra divi- 
dend of twenty cents a share. The 
capital of the corporation, which was 
formed last year, is $1,800,000. Harold 
V. Smith, vice-president of the Home, 
was elected a vice-president and assis- 
tant secretary of the Home Fire Se- 
curity Corporation. 





LEAVES NIAGARA FIRE 


E. C. Henderson, special farm agent 
in Oklahoma for the Niagara Fire, has 
severed his connections with the com- 
pany and accepted the*state agency for 
the National Standard Fire of Houston, 
Tex. Offices have been established at 
Oklahoma City. 





COMPANIES MAY FILE BRIEF 





Have Until July 15 to Present Excep- 
tions to State’s Brief on Virginia 
Rate Argument 


Companies have been allowed unt! 
July 15, if they so choose, to file ex- 
ceptions to a brief filed with the Vir- 
ginia state corporation commission by 
Braden Vanderventer, the state’s counsce! 
in the fire rate probe. 

The companies submitted their origina’ 
brief a month or so ago. In this the) 
opposed any decrease in rates, attacke: 
the constitutionality of the new Virgini 
rating law, and asserted that in the com- 
putation of rates their earnings from th: 
banking or investment end of the busi 
ness could not be taken into considera- 
tion. They contended that they wer: 
entitled to 5% of earned premiums as a 
fair underwriting profit with an addition- 
al allowance of 3% for conflagration haz- 
ard. Recently they filed an additional 
brief in which they undertook to justify 
the maintenance of the five territorial 
zones into which the state is divided. 
One of the points made in this brief 
was that sufficient experience figures for 
these zones are not available for the 
commission to détermine whether they 
should be abolished or not. 





VA. RATE BRIEF FILED 


The state of Virginia, in its brief filed 
with the State Corporation Commission, 
which is investigating fire rates in that 
state, advocates drastic reductions in the 
present rates. It is contended that the 
companies are making about four times 
the profit to which they are entitled and 
that banking and _ investment - profits 
should be included with underwriting re- 
turns in calculating a rate formula. The 
state asks that fire insurance rates be 
reduced at once. 





AGENTS TO INCORPORATE 


Articles of incorporation have been 
filed with the secretary of state in In- 
dianapolis by the Indiana Association of 
Insurance Agents. The corporation has 
no capital stock and is formed “to sup- 
port right principles and oppose bad 
practices in insurance underwriting.” The 
incorporators are <A. Jenkins, Chris 
Zoercher, J. A. Searles, H. L. Barr, 
George W. Fishering, Alexis Coquillard, 
A. D. Merrill, F. A. Tedford, Ross E. 
Coffin and H. J. Gescheidler. 





INDIANAPOLIS LOSSES 

_ A_tremendous increase in fire losses 
in Indianapolis during the first six 
months of this year as compared with 
the same period last year is disclosed by 
the department and salvage’ corps. With 
400 fewer fires during the period this 
year as compared with last, losses for 
the first half of 1929 almost total the 
entire losses of 1928. The loss this year 
was $1,019,000 as compared with $608,- 
266 during the same period last year. 


TEXAS SUITS POSTPONED 


Suits brought by four Texas fire com- 
panies against the new agents’ commis- 
sion order in that state have been post 
poned until September. The trial w:s 
originally set for this week. The cor:- 
panies involved are the Commerc’il 
Standard, Gulf Insurance Co., Utility |1- 
surance Co. and the Atlantic, all of 
Dallas. 








NEW AGENTS’ COMMITTEE 


The National Association of Insurar-e 
Agents has formed a new committee, © .¢ 
which will have the task of drafti-g 
a code of ethics. Earl E. Fisk of Green 
Bay, Wis., has been made chairman a:d 
the other members are Atwood L. Je: <- 
ins, president of the Indiana Assoc 2- 
tion, and J. B. Aiken of Florence, S. ©. 


AMERICAN F. & M. IN N. Y. 
The American Fire & Marine of G°i- 
veston, Texas, has been licensed to wriie 
fire and marine lines in New York st‘e. 
This company is a running mate of ‘he 
American Indemnity, 
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“Kuropa” Loss 42% 
Of Insured Value 


LONDON IS A HEAVY LOSER 





Payments Being Made in Three Instal- 
ments, Two of Which Have Already 
Been Settled 





In accordance with arrangements mu- 
tually made for the settlement of the 
heavy claim in respect of the disastrous 
fire aboard the new German liner “Eu- 
ropa,” part of the payment, represent- 
ing 5% of the insured value of about 
$11,000,000, has just been made by Lon- 
don underwriters. 

The fire broke out at Hamburg short- 
ly after midnight in the morning of 
March 26, and a first payment, on ac- 
count, of 10% of the insured value, was 
made on May 25. The third and final 
payment, which will raise the total to 
rather less than 42%, or about $4,500,- 
000, is to be made on July 25. The bulk 
of the loss falls on the London market, 
and substantial sums have already been 
remitted to Germany on account of the 
settlement. There are, of course, other 
losses which will fall directly on the 
owners of the ship, and notably that due 
to loss of interest on the capital repre- 
sented by the ship while she is lying 
in dock throughout the summer season 
instead of earning passage money and 
freight. 

Heavy Loss to London Market 


On the day of the fire 50% was quoted 
in the London market for reinsurances 
“to pay as original,” but on the follow- 
ing day the rate fell to 45%, and it re- 
mained at that level, while it was sug- 
gested in these columns that the actual 
claim might prove to be substantially 
less. The amount might easily have been 
heavier, but it will yet be one of the 
most expensive individual losses that 
have fallen on the London market. In 
addition to this loss there were certain 
insurance interests in respect of a fire 
among fittings and furniture which 
were not in the vessel at the time. 

Provision of Future Insurance 


As has already been indicated, an 
interesting situation has been created 
by the decision to dock the sister ship 
“Bremen” at Southampton before she 
makes her maiden voyage this month, 
since the dock at Hamburg in which she 
would have been placed is now occu- 
pied by the “Europa.” When the origi- 
nal insurances to cover the building risks 
were effected, this possibility was not, 
of course, foreseen, and the underwrit- 
ing view is that an additional rate would 
be needed to cover this unexpected voy- 
age between Bremen and Southampton 
and back, a distance each way of about 
445 miles, and including stretches of 
Tough water. The suggestion, however, 
appears to have been made in Ger- 
many that, in the circumstances, the 
Owners might possibly take delivery of 
the vessel before she was drydocked, but 
it is pointed out that a difficult situation 
might arise if the liner were to meet 
with any mishap before she had been 
dry-docked for the builders in the cus- 
tomary way. 


GRAIN TARIFF OBLIGATORY 
_The Union of Jugoslavian Transporta- 
tion Underwriters (Verein Jugoslavischér 
Transportverischerer) and the Associa- 
tion of Marine Insurance Companies, op- 
erating in Greece (Association des Com- 
Pagnies d’Assurances Maritimes opérant 
én Gréce), have declared the interna- 
tional grain tariff for shipments from the 

anube and the Black Sea obligatory 
or their members. 





New Warranties For 
Antarctic Shipping 


TO COVER THE WHALING AREAS 





Coverage Liberalized as Result of 
Growth of Whaling Business in 
the Last Few Years 





The great development of the whal- 
ing industry in the Antarctic Region 
within the last two or three years has 
now caused British underwriters to 
make special arrangements by means of 
the addition of a special warranty to 
the Institute of Warranties relating to 
the insurance of ships. The warranty 
has been agreed to by the Liverpool Un- 
derwriters’ Association, Lloyd’s Under- 
writers’ Association and the Institute of 
London Underwriters and went into ef- 
fect from July 1. The wording is as 
follows: 


“Warranted not to proceed to Kergue- 
len and/or Croset Islands or south of 
50deg. S. Lat., except to ports and/or 
places in Patagonia and/or Chile and/or 
Falkland Islands, but liberty is given to 
enter waters south of 50deg. S. Lat. if 
en route to or from ports and/or places 
not excluded by this warranty.” 

The wording has clearly been carefully 
chosen. The islands of Kerguelen and 
Croset—centers of sealing—are thereby 
ruled out from the terms of ordinary 
time policies, and, likewise, the area 
south of 50 S., in which is centered the 
Antarctic whaling district, except for 
vessels proceeding on their ordinary voy- 
ages, including passages to and from the 
Falkland Islands. 

_ Cape Horn is below 50 S. and the sea 
route round that Cape has long been a 
recognized trade route. The intention 
of underwriters is to make special pro- 
vision for the insurance of the whaling 
fleets and also for the insurance of any 
ordinary cargo vessels which may be 
occasionally chartered to proceed to the 
whaling bases with coal, and possibly 
with other supplies, and so may incur 
special perils due to ice. It has long 


been the practice in various Continental ° 


insurance markets to exclude Antarctic 
voyages from policies of insurance cov- 
ering vessels for various periods, and the 
growth of the whaling industry, in which 
British interests are now co-operating 
with Norwegian firms, has brought the 
question to a head in the British mar- 
kets, so that, in future, every proposal 
for insurance of vessels participating in 
this particular trade will be considered 
on its merits. 


Insuring Shipments To Brazil 


By a Correspondent at Rio for the International Union 


of Marine Insurance 


We all know that the improvement of 
competitive conditions leaves a good deal 
to be desired everywhere, but especial- 
ly in those markets where the insur- 
ance companies are doing business 
through agencies. As far as Brazil in 
particular is concerned, it is gratifying 
to be able to state that the transport 
insurance business still yields fairly sat- 
isfactory results. A decline in the level 
of rates is noticeable for the most part 
in respect of goods in whose country 
of origin the various head offices of in- 
surance companies are domiciled. In 
policies on such risks the franchise pro- 
visions are deleted and other concessions 
made, and not infrequently the foreign 
agencies compete with their own head 
offices. 

Instances have happened where Eu- 
ropean companies lost old and important 
clients because the importers on this 
side, encouraged by the material advan- 
tages conceded to them, demanded still 
further liberalities in connection with the 
cover of marine risks, and unfortunately, 
more often than not they succeeded in 
obtaining them from the branch offices 
of European companies in South Ameri- 
ca. This affects the business adverse- 
ly, especially where open policies are 
involved. As a matter of fact, after a 
few months of sad experiences the un- 
derwriters are mostly compelled to give 
notice of termination of such a contract, 
but not unrarely it will be easily renewed 
with other underwriters at the same 
rates and on conditions only slightly 
modified, for there are invariably inex- 
perienced people in the business who are 
unable to judge a risk on its merits. 


Inland Versus Coast Shipments 


In this connection it is worthy of note 
that many underwriters either fail to 
be familiar with geographical conditions 
or follow the lead of their competitors 
and accept the insurance of shipments 
from Europe to the interior of Brazil 
at the rates which should be applied 
only to the voyage in the overseas ves- 
sel. As a result, the goods, after dis- 
charge from the ocean-going steamer, 
remain covered without any additional 
premium for the subsequent voyage in 
coastal vessels. in which they are car- 
ried to South American ports of second- 
ary importance. Small wonder then if 
the marked disproportion between the 
premium and the risk assumed is brought 
home very forcibly to underwriters in 
the shape of serious business losses. 

Here as in many other countries, the 
subsequent forwarding of goods entails 
a material increase of risk due to in- 
termediate storage in the port—which in 
many instances is more or less delayed 
by harbor congestion or deficiency of 
rolling stock—or repeated handling of 
cargo in the course of the customs clear- 
ance operations, loading on railway 
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trucks or transhipment to coastal steam- 
ers, reloading on other railway trucks 
(the railways often being of different 
gauge), transportation on lorries or ani- 
mals’ back, etce., before the final place 
of destination is reached. Whoever is 
well acquainted with this vast country 
knows that such interior risks at least 
double the rate in comparison with that 
charged for the sea voyage proper. 


Recoveries From Carrier 


The question of recoveries from the 
carrier is another matter which is in 
a very bad way in South America also, 
owing to the numerous clauses in bills of 
lading which make it practically impos- 
sible to hold the shipowner responsible 
for a loss. In this connection it must 
be pointed out that the malpractice of 
issuing clean bills of lading against let- 
ters of indemnity still continues, much 
to the detriment of consignees and their 
underwriters. Even if the goods were 
taken over by the ocean-going steamer 
with visible traces of damage, this is 
very often stated only in the mate’s re- 
ceipt, and therefore consignees remain 
in ignorance of the fact. An invitation 
on the part of destination to attend the 
survey is never followed by the shipping 
agents, who simply write that under 
the B/L clauses the ship is not liable 
for the loss or damage. 

However, where it is a question of 
loss in weight or theft and pilferage 
losses certain fines are imposed under 
the Brazilian customs regulations, and 
this even if the shipping agent fails to 
attend the survey: The ship is simply 
condemned in contumatiam to pay the 
duty on the stolen or missing goods, 
provided that the consignee had applied 
for an official survey of the goods to 
be held by the customs authority as soon 
as the goods had been deposited in the 
customs warehouses after their discharge 
from the ship or at any event not later 
than fourteen days after discharge. If 
this proceeding is followed, the con- 
signee is entitled to a proportionate re- 
duction in duty on lost or damaged car- 
go, but of course if it is established that 
the cause of the loss was an act of God, 
etc., the shipowner is not bound to make 
good the respective amount of duty. 

Now, it might have been assumed that 
such an official survey report issued by 
the customs would be accepted by the 
shipowners as sufficient evidence of the 
cause, extent, etc., of a loss, and that. 
therefore, in making a claim against a 
carrier liable for the loss in a given case, 
underwriters might rely on this docu- 
ment. Unfortunately, this is not so. 
On the contrary, shipowners will invari- 
ably contend that these customs reports 
have no other object to serve fiscal pur- 
poses. In these circumstances under- 
writers would certainly be well advised 
to enter into negotiations with the ship- 
owners with a view to having the offi- 
cial customs reports accepted as evi- 
dence when claims are made against the 
carrier. 


As matters stand at present, it is nec- 
essary for that purpose to have the 
loss or damage judicially established in 
all cases where goods are discharged 
from the steamer either pilfered or 
shortweight. The costs incurred by such 
judicial proceedings are not very much 
higher than those arising in connection 
with an official customs survey. 





BUFFALO MARINE AGENCY 


James Weisback has taken over opera- 
tion of the Buffalo marine underwriting 
agency formerly conducted by his father, 
the late John Weisback. He has been 
appointed agent for the Great Lakes re- 
gion by Levant and Europa of Genoa, 
Italy, succeeding his father in this ca- 
pacity, 
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Swift Competitive Pace Set As 
Companies Enter 2nd Half of Year 


Production Ahead of 1928 So Far But Older Companies Are Feeling 
Effect of New Carriers; Some Executives Say Instalment Pay- 
ment and Merit Rating Plans Have Not Helped Automobile Vol- 
ume; Compensation Losses Greater in New York City; Liability 


Other Than Auto Promising 


The half way mark for the year 1929 
has been passed and it finds casualty 
and surety companies in the midst of 
one of the swiftest competitive years 
in the history of the business. Produc- 
tion is keeping abreast of last year’s 
figure and, in fact, according to some 
executives, is ahead of it for the first 
six months. A big factor in this gain 
has been the widespread prosperity 
throughout the country. It is no secret, 
however, that the older companies are 
feeling the effect of the many new 
companies that have started within the 
past few years. One executive of an 
old line carrier told The Eastern Un- 
derwriter this week that they were just 
about holding their own from the stand- 
point of volume while from another 
source the opinion was expressed that 
the business of the older companies had 
definitely fallen off. 

This condition has had its effect in 
the field where there has been hectic 
scrambling on the part of both old and 
new organizations to make appointments, 
The result has been an increased com- 
mission scale, sometimes not warranted, 
it is pointed out, such as when a local 
agency is put on a regional basis and 
a regional agency in turn given a gen- 
eral agency contract. As one executive 
summed it up: “Agencies are not in- 
creasing according to the number of 
companies in the field nor is the vol- 
ume of business keeping pace with the 
new companies being formed.” 


Bureau Reorganization Most Construc- 
tive Step 


It is the consensus of opinion that the 
most constructive step in the business 
so far this year has been the reorganiza- 
tion of the National Bureau of Casualty 
& Surety Underwriters. The Bureau is 
now on a stronger footing than ever 
before. Its membership embraces nearly 
fifty companies, the highest point in its 
history. Harmony now prevails where- 
as previous to the reorganization the 
atmosphere was tense and from one 
day to the next one could not tell what 
company would be next to make known 
its resignation. 

“The reorganization of this important 
rate-making body has brought about a 
much more stable feeling in both home 
offices and the field,” said a prominent 
executive to The Eastern Underwriter. 
“We now know that when a company 
differs in policy with the Bureau it can- 
not resign instantaneously but must 
make known wherein it differs in opin- 
ion to a committee of executives who 
will at once review the situation. A de- 
termined effort will be made to clear up 
differences so as to avoid resignations.” 

Another accomplishment this year has 
been the very definite functioning of the 


Association of Casualty & Surety Ex- 
ecutives under the leadership of A. Dun- 
can Reid, Globe Indemnity chief, and 
F. Robertson Jones, its general manager. 
The association is now carrying on the 
activities of the Workmen’s Compensa- 
tion Publicity Bureau in the legislative 
field, that organization having been ab- 
sorbed by the executive body a few 
weeks ago. The program of activity 
calls for a progressive participation in 
the field of public relations, research, 
relations with state departments and in 
problems of taxation. Fittingly the As- 
sociation of Casualty & Surety Execu- 
tives has been called the heading-up 
super-organization. 

Conditions in the Automobile Line 

A number of executives were frank 
in telling The Eastern Underwriter that 
their production in automobile liability 
had fallen off for the first six months 
of 1929 as a result of the merit rating 
plan and rate reductions. “There is not 
enough new business coming in to offset 
the merit rating cuts,” declared one of 
those interviewed. When asked how 
agents were reacting to the plan, this 
executive said that he had had very 
few complaints of late as compared to 
the general feeling of dissatisfaction 
when the plan was first adopted. This 
does by no means indicate that the pres- 
ent plan is satisfactory but simply that 
“troubles come so thick and fast in this 
business that you can’t keep worrying 
about any one trouble very long.” As is 
known, a special committee is at work 
on the revision of the merit rating plan 
and there is a good chance that changes 
will be made in it before the year is 
over. 

According to the majority of those 
seen, the payment cf automobile premi- 
ums by instalments has not increased 
the sale of automobile insurance. A 
New York City manager said that he 
had noted very little demand for the 
plan in the metropolitan district. An- 
other company man here said that he 
had had only about half a dozen cases 
where the insurance premiums had been 
arranged on the instalment payment 
plan. The Travelers, on the other hand, 
reports an encouraging response from its 
producers to the idea and sees a defi- 
nite gain in production by its use. 

Executives do not feel that there will 
be much of a reduction in workmen’s 
compensation losses this year below the 
1928 figure. The first six months have 
not been very satisfactory in this line 
for some companies. One of the lar- 
ger carriers which was fortunate enough 
to make money on compensation in 1928 
is said to be out of pocket so far this 
year. ; 

In the metropolitan New York area 

(Continued on Page 33) 
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Promotions Made By 
Century Indemnity 


SAMPSON 1ST VICE-PRESIDENT 
Hasselbrack Made Vice-President-Secre- 
tary; Becker and Bladen Promoted 
to Post of Secretary 


The Century Indemnity this week 
made four promotions in its executive 
staff which include the advancement of 
Thompson S. Sampson from vice-presi- 
dent to first vice-president; J. G. Has- 
selbrack from secretary to vice-president 
and secretary, and Frank S. Becker, Jr., 
and Ashby B. Bladen from assistant sec- 
retaries to the rank of secretary. 

First Vice-President Sampson is a 
Harvard graduate who was in the bank- 
ing business in Boston before the start 
of his insurance career. His first post 
was as assistant secretary of the Am- 
erican Mutual Liability. In 1914 he was 
sent by that company to New York to 
organize and manage the American Mu- 
tual Compensation Co. Three years lat- 
er the two companies were combined 
and Mr. Sampson became vice-president, 
continuing with that organization until 
1920, when he resigned to become resi- 
dent manager of the Maryland Casualty 
at Boston. He was selected to organize 
and manage the Century Indemnity 
when it was formed as a subsidiary of 
the Aetna Fire group in 1926 and was 
made vice-president at that time. 

Vice-President Hasselbrack was select- 
ed to take charge of the casualty un- 
derwriting department of the Century 
when it was first organized. He start- 
ed in the business with the United 
States F. & G. and later went with the 
General Accident as special representative 
in its New England department. From 
1921 to 1926 he was manager of the 
casualty department of the Maryland 
Casualty at Boston. He joined the Cen- 
tury in May, 1926, and a month later 
was made assistant secretary, which of- 
fice he held until February, 1928, when 
he was made secretary of the company. 

In August, 1926, Mr. Becker joined 
the Century and the following February 
was elected assistant secretary. A grad- 
uate of Yale, he has spent nine years in 
insurance circles, including the post of 
casualty manager of the Jones-Hewit 
insurance agency, Youngstown, Ohio; 
executive representative of the Globe In- 


CORRELATE ACTIVITIES 
American Surety-N. Y. Casualty Affilia- 
tion Puts Col. Jones in Charge of 
Casualty Lines; Other Changes 


With its entrance last week into the 
casualty field as a result of the affiliation 


with the New York Casualty, the Ameri- 
can Surety will have the benefit of the 
long experience of Col. Harvey L. Jones, 
vice-president of the former company, 
who has been put in immediate charge 
of casualty underwriting for both organ- 
izations. Similarly, the American Surety 
will direct the fidelity and surety activi- 
ties of both institutions with W. E. Mc- 
Kell, vice-president, in charge of produc- 
tion. Mr. McKell is an experienced. ex- 
ecutive who is well liked by producers. 

The only change in the New York 
Casualty has been the resignation this 
week of Emil L. Hoen, its vice-president 
in charge of fidelity and surety lines. 
Mr. Hoen has been with the company 
since July, 1926. As yet has future plans 
are unannounced. 

The burglary departments of both 
companies is now in charge of S. B. 
Brewster, assistant secretary, American 
Surety while'the plate glass activities are 
under the supervision of Poehl, 
secretary, New York Casualty. 

A newcomer in the New York Casu- 
alty ranks is T. W. Roberts, who has 
been made compensation department 
mnaager, reporting to J. P. McGowan. 
Mr. Roberts was formerly in charge of 
the Baltimore office of the National Bu- 
reau of Casualty & Surety Underwriters. 





NOW IN MISSISSIPPI 


The Consolidated Indemnity & Insur- 
ance Co. has received its license to do 
business in Mississippi. 





demnity at Chicago, and assistant secre- 
tary of the Century in charge of its 
agency department. 

Mr. Bladen is a graduate of George 
Washington University law school and 
was admitted to the bar in the District 
of Columbia and state of Virginia, where 
he practiced law for some time, special- 
izing in bonds and bonding until he 
joined the Aetna Casualty & Surety as 
attorney in the home office claim ¢e- 
partment. In August, 1926, he becaime 
connected with the Century in charge of 
its bonding department and in Febru- 
ary, 1927, was elected assistant secre- 
tary. 
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Reid Sees Danger in 
Broker Type of Agent 


HIS BRETTON WOODS ADDRESS 





Looks Upon Representation by Producer 
of Several Companies As Detri- 
mental To A. A. System 





Considerable food, for thought was 
presented by A. Duncan Reid, president, 
Globe Indemnity, in his address on 
“Recollections of a Quarter of a Cen- 
tury in the Casualty Business,” before 
the New England Association of Insur- 
ance Agents this week at Bretton 
Woods, N. H. One of the problems 
he discussed was whether or not the 
American agency system as now con- 
stituted is going to survive the inevit- 
able evolution and necessities of the 
business, and on this question he said: 

“There was a time when the agent 
of a casualty company was proud of 
the fact that he represented that com- 
pany because he believed that its serv- 
ice was second to none; its treatment 
of assured, prompt and liberal; he was 
quite content to use all his energies in 
the upbuilding of that company’s inter- 
ests. Today, we find an agent repre- 
senting several casualty companies, di- 
viding his interest and energy among 
such companies. This condition exists, 
and is increasing, in a large number of 
locations. : 

“The question before us is whether or 
not the agent is to become really a 
glorified broker, which means that the 
companies will be driven to adopt, in 
increasing numbers, the branch office 
basis of production. I need hardly point 
out to you that this is a serious prob- 
lem, for if the branch office system de- 
velops as it has every evidence of doing, 
we will find ourselves in the position of 
having agents generally (except in iso- 
lated cases) becoming really brokers, 
and in the grind of the wheels of an 
economic administration the acquisition 
cost necessities will bring all sub-pro- 
ducers down to a basis of pure broker- 
age commission. 

“Personally, I would dislike to see 
this. I believe in the agency system 
and I hope it will enlarge its usefulness 
and efficiency; but, after all, is it not 
a question that rests entirely in the 
hands of the agents themselves? They 
are the only persons who can determine 
the ultimate result.” 


New England Observations 


Speaking specifically on New England 
conditions, Mr. Reid said he was im- 
pressed with the fact that, broadly 
speaking, more salesmen were needed. 
He scored the “order taker” type of 
Producers, and said, “Is it not true that 
many of our agents are waiting for busi- 
ness to come to them rather than going 
after it? Please bear in mind that I 
am not speaking of the majority but 
tefer to the minority, which minority 
has a definite influence, however, on the 
mental outlook of the agency group as 
a whole.” 

Referring to agency conditions, Mr. 
Reid said that a quarter of a century 
ago an official of a casualty and surety 
company charged with the responsibil- 
tty of safely placing the representation 
of his company in most of the states, 
was confronted with what, judged by to- 
day’s standards, was a startling lack of 
Personnel from which to make selec- 
tions. But during the intervening pe- 
tiod, each year a definite change has 
Come about. Today, he said, general 
agencies are being placed in many small 
towns, and the handful of so-called cas- 
ualty experts of twenty-five years ago 
as been enlarged to thousands of pro- 
ucers of varying ability and efficiency 
who now represent the agency system 
of the casualty and surety companies in 
the United States. 


New Forgery Bond Put 
Out by Consolidated 


STANDARD FORGED SECURITIES 





Available to Banks, Stock Brokers, In- 
vestment Houses; Several New Fea- 
tures; A. H. Hayum Its Author 





The Consolidated Indemnity & Insur- 
ance Co. put on the market this week 
its new standard forged securities bond. 
This contract has been particularly de- 
signed to cover the risks of banks, stock 
brokers and investment houses in con- 
nection with the purchase, sale, transfer 
or redemption of forged or stolen se- 
curities. It also contains entirely new 
protection against loss of bankers and 
brokers through guarantee of forged en- 
dorsements and assignments on securi- 
ties passing through their hands. 

The company believes that one of the 
biggest features of its bond is that it 
protects against loss through the as- 
sured having guaranteed a forged as- 
signment, transfer, or power of attorney 
on certificates of stock, warrants, in- 
terum receipts, etc. Another feature is 
protection against not only the transfer 
of securities of the insured’s own issue, 
but also against paying or redeeming the 
insured’s notes, bonds, coupons, etc., 
which have been forged, counterfeited 
or which have been lost or stolen by 
the owner. 

Under certain sections of the bond the 
Consolidated Indemnity recognizes that 
stock exchange members must some- 
times sustain a loss through necessity 
of compliance with the rules of the New 
York Stock Exchange, although their 
strict legal responsibility might be ques- 
tionable. The company, therefore, pro- 
vides that any loss sustained under these 
insuring sections on account of this ne- 
cessity will be covered by the bond. 

The list of securities usually covered 
under a bond of this type has been ex- 
tended by the Consolidated in its new 
contract to include forged or stolen war- 
rants or rights; also notes of political 
sub-divisions whether or not in coupon 
or registered form. The bond also pro- 
tects attorney’s fees incurred by the in- 
sured in defending any suit brought as 
a result of the insured having purchased. 
taken as collateral, or sold, any forged 
or stolen security covered by the bond. 
The insured can purchase any or all of 
the five insuring sections of the bond, 
and in varying amounts if desirable. 

Arthur H. Hayum, manager, fidelity 
and forgery departments of the com- 
pany, is the author of the new contract. 





SUPER-SERVICE IMPROVEMENTS 

“Super Service,” the interesting house 
organ of the London Guarantee & Acciz 
dent, is now appearing in a new, handy 
form so that it may be folded up and 


New Aircraft Ass’n 
Formed by Producers 


AVIATION ASSURANCE AGENTS 





W. A. Osgood, Kansas City, Its Presi- 
dent; Now Has 26 Members; Tieup 
With Independence Companies 





A nation-wide service to aircraft in- 
sureds has been made possible within 
the past month by the formation of the 
Aviation Assurance Agents of America, 
which now has twenty-six members at 
strategic points throughout the United 
States. This organization had its in- 
ception at the recent Atlantic City con- 
vention of the Independence Companies 
of Philadelphia when William A. Os- 
good, head of the Kansas City agency 
bearing his name, was elected president. 
And represented on the executive com- 
mitte of the association is the prominent 
Behrendt-Levy agency of Los Angeles 
which does a considerable volume of air- 
craft business. 

One of the greatest values of the 
association, according to President Os- 
good, is in its educational activities. An 
effort will be made, he says, to keep 
member agents posted on new aircraft 
coverages, rates and endorsements. 

Stebbins, Leterman & Gates N. Y. 

Member 

President Osgood looks upon aircraft 
factories as the best source of leads for 
aviation insurance. He urges cultivation 
of the sales manager of the factory when 
selling factory blanket policies, delivery 
flight covers, individual buyers, dealers, 
etc. 

New members in Dallas, Miami, Mem- 
phis, Boston, Louisville and Washington, 
D. C., have been invited to join the as- 
sociation and it is hoped that eventually 
there will be members in Seattle, Den- 
ver, Salt Lake City, Cincinnati and other 
key cities. 

In New York City the firm of Steb- 
bins, Leterman & Gates, Inc., is the rep- 
resentative. The aircraft insurance ac- 
tivities of this office are handled by S. 
L. Rickles, who has expressed the desire 
to serve any members of the association 
on matters affecting their interests in 
New York. 

It is understood that the Aviation As- 
surance Agents of America will place its 
business in the Independence Companies 
through Barber & Baldwin. pioneer avia- 
tion underwriters in New York. 








slipped into the pocket. Another inno- 
vation will be a monthly message from 
C. M. Berger, United States manager 
of the company, which will always ap- 
pear on the first page. The house organ 
has just completed eight and one-half 
years of continuous publication. 








N. Y. Department Takes Testimony 
In Rialto Sight-Seeing Bus Case 


The New York Insurance Department 
investigation into the Rialto sightseeing 
bus rate discrimination .situation, which 
arose a few weeks ago when the New 
York “Evening Post” printed a_ story 
that the Rialto company was running 
under an automobile fleet policy which 
called for the carrying of school children 
and teachers, progressed further on 
Wednesday when H. F. McCann, the 
broker in the case, was asked to show 
cause why his license as a broker should 
not be revoked. 

For three hours Joseph G. Bill, con- 
fidential secretary to Superintendent of 
Insurance Conway, took testimony from 
Mr. McCann. No statement was given 
out after the hearing inasmuch as the 
evidence must be submitted first to the 
superintendent for his decision, which 
may be made next week. 


The Situation in Review 
It was on June 20 that the “Evening 


Post” photographed the Rialto policy at 
the Motor Vehicle Bureau. And _ the 
following day a new policy was filed. 
The school children classification allowed 
Rialto to get its insurance at one-quar- 
ter of what other busses paid. The 
rate was $179 a bus. Other sightseeing 
companies pay $760 a bus, under a gen- 
eral transportation classification. 

A. Duncan Reid, president. Globe In- 
demnitv. which carried the Rialto policy, 
ordered an investigation when the mat- 


‘ter was referred to him by the “Evening 


Post” and subsequently announced the 
Rialto policy would be canceled. 

The position of the Globe was that its 
inspection must have failed to report 
the true operation of the Rialto Com- 
pany—since it was patent to any inter- 
ested observer, that the Rialto was en- 
gaged in the sightseeing business. The 
company’s busses stand at all times in 
front of Gray’s drug store in the Times 
Square district. 


OPENS UP IN NEW JERSEY 





Consolidated Indemnity Appoints E. W. 
McDonough & Co. of Newark As 
Gen’! Agents; B. V. Cranston 
State Manager 
The Consolidated Indemnity & Insur- 
ance Co. opened up this week in New 
Jersey with the appointment of E. W. 
McDonough & Co. of Newark as its 
general agents and the establishment of 
a branch office in the Military Park 
building with B. Victor Cranston as 
state manager and resident vice-presi- 

dent in charge. 

Mr. Cranston, after serving the Na- 
tional Surety for nine years, resigned 
to take charge of the conversion bond 
and guaranteed note departments of 
Consolidated Indemnity. He is well 
qualified for his new position, having 
served the National Surety as branch 
manager of its New Jersey office. 

Milton Fuerst, formerly assistant man- 
ager, guaranteed note and conversion 
bond departments, has been assigned to 
the New Jersey office as cashier and 
custodian. 

George A. Kayset is fidelity and sure- 
ty manager in the McDonough & Co. 
agency. 





VOTE ON INCREASE JULY 29 





Travelers Capital To Go To $20,000,000; 
Stockholders To Approve Also Of 
Charter Amendment 
On July 29 stockholders of the Trav- 
elers will meet to vote on the recommen- 
dation of the board of directors that 
the company’s capital be increased from 
$17,500,000 to $20,000,000. Under this ar- 
rangement new shares of stock will be 
issued in ratios of one new share for 
each seven held at $100 par to share- 
holders of record as of June 28. Sub- 
scriptions will be payable on or before 

September 18. 

Another proposal coming up for ap- 
proval is the amendment to the Travel- 
ers’ charter passed by the last session 
of the General Assembly which increases 
the amount of authorized capital from 
$25,000,000 to $50,000,000. 

The last previous increase in capital 
of the Travelers was in June, 1928, when 
the capital was increased from $15.000,- 
000 to $17,500,000. That stock and all 
previous capital increases was at $100 
par. The company has had an excellent 
record as regards its capital increases, 
issuing stock always without premium. 
In this case the rights at the market of 
$1,950 a share for the stock are worth 
approximately $230. 





APPROVED BY TREASURY DEPT. 

Since issuing the last list of surety 
companies acceptable on bonds of postal 
employes, the Treasury Department has 
authorized the following additional com- 
panies to issue bonds in favor of the 
United States: 

Lloyd’s Casualty, American Liability 
& Surety, Western Automobile Casualty, 
Fort Scott, Kans., and the Common- 
wealth Casualty. 


1929 Progress So Far 


(Continued from Page 32) 
underwriters say that the losses have 
been heavy, not so much in the number 
of cases as in their severity. A large 
company branch here is known to be 
making a concentrated effort to keep 
down its volume in this line? 

Both plate glass and burglary insur- 
ance produced a nice profit in 1928 and 
while executives are generally hopeful 
to repeat this performance this year, 
they say that the rate reductions al- 
ready put through in these lines and 
those which may come later, have af- 
fected the volume. This means that 
there will have to be considerable speed- 
ing up in production for the balance of 
the year if 1929 premiums are to ex- 
ceed last year’s mark. 

The most encouraging line in several 
of the larger companies is liability other 
than auto. Fidelity and surety business 
continues generally satisfactory and may 
be expected to produce a profit for the 
year. 
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The King Is Never Taken 


cA. N English horseman seized the reins of Louis VI 


at the Battle of Brenneville, crying, “The King 
is Taken!” 


Whereupon Louis retorted, “Understand that the King 
is never taken, not even at chess.” 


A kingly feeling, doubtless, that to lose is impossible. 


But certainly it isn’t true. In every game one side wins 

and the other side loses. 

IJ N asimilar way in the insurance business we lose— 
and often. Normal loss is a healthy condition. Our 

losses come in the form of claims. 

At one point in its term an insurance policy comes to 

life. It becomes a living thing. That is the moment 

the accident or contingency occurs. Then, and only 


then, does the assured and the agent know that the 
“carrier” was worthy of the trust. 


The agent knows by the company’s liberal interpretation 
of the coverage, and by its quick and courteous loss 
adjustment. 


This policy of courteous and prompt claim service is a 
significant one to our field friends—and purposely so! 











Inquiry invited from agents seeking casualty represent- 
ation. 











Casualty 


Insurance / Suretyship 


Standard Surety & Casualty Company 
OF NEW YORK 


80 John Street, New York, N. Y. 
Telephone BEEkman 1383 


JOHN R. ENGLISH FRANK G. MORRIS CHARLES E. HEATH 
Vice-President President Vice-President and Secretary 
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Casualty Underwriting 
Gain Large in 1928 


SHOWN BY CONN. REPORT 





$18,226,001 Total Profit Contrasts With 
Loss of $5,486,042 Four Years 
Ago 





According to the casualty report of 
the Connecticut Insurance Department, 
just issued, all casualty companies writ- 
ing in that state made a total under- 
writing gain of $18,226,001. In 1927 
there was an underwriting gain of $3,- 
911,443, and in 1926 a gain of $1,677,046 
The returns for 1925 indicated a loss of 
$5,486,042 from underwriting operations. 

Interest and rents earned bv all com- 
panies during 1928 totalled $47,709,941, 
as compared with $40,912,253 for 1927. 

Investment gains in surplus decreased 
sharply from $66,192,145 in 1927, to $51,- 
644,736 for 1928, reflecting a depressed 
bond market. The total net gains in 
surplus amounted to $44,759,852 during 
1928, as compared with $52,726,788 for 
1927. 

Premium income in 1928 for all com- 
panies was $744,379,596 as compared with 
$695,382,767 for 1927. The correspond- 
ing figures for Connecticut companies 
were $160,323,831 for 1928 and $157,675,- 
528 for 1927. 

The total admitted assets of all com- 
panies increased from $1,055,057,328 to 
$1,179,001 ,803. 

In 1928 there were ninety-four cas- 
ualty companies operating in Connecti- 
cut of which seven were home compa- 
nies, eighty-one companies of other 
states and six companies of foreign 
countries. In addition there were three 
Connecticut life companies and seven life 
companies of other states writing cas- 
ualty business. 

Connecticut casualty companies wrote 
21.54% of all casualty business written 
in 1928 by the companies reporting to 
the insurance department and wrote 
39.87% of casualty business written in 
Connecticut during 1928. 


FRENCH OFF ON FIELD TRIP 





Widely Traveled N. Y. Casualty Chief 
to Visit Agents in West and Far 
West; Will Cover 8,000 Miles 


J. Carroll French, president, New York 
Casualty, is off this week for one of his 
frequent trips into the field. This time 
President French will be on the road 
for nearly two months and will cover 
8000 miles, visiting agents in the Far 
West and Middle West of both the 
New York Casualty and American Sure- 
ty, with which the former company re- 
cently affiliated. President French is an 
old hand at field contact work and is 
Personally known to practically his en- 
tire agency force. He has often been 
called the most widely traveled execu- 
tive in the casualty business. 





REFORT ON CHROMIUM PLATING 

The July “Industry Report” of the 
Retai] Credit Co. contains the results of 
an ‘nvestigation into chromium plat- 
Ing, 2 comparatively new process used 
In connection with the finishing steps 
of sich manufactured articles as auto- 
mobile lamps, accessories, radio parts 
and bath room fixtures. 





Big Bill 
(Continued from page 17) 


ng numbers out of employment. The 
mechanization of the banks, too, is caus- 
mg considerable perturbation in the 
minds of the more youthful embryo 
ankers, who can see their chances of 
being fired still greater. And the new 
Mechanical sales apparatuses, which sell 
iterally everything for twenty-four hours 
of the day, are striking fear into the 
hearts of the small storekeeper and the 
arge army of salesmen who scent dis- 
Missal from their vocations as a result 
of these automatic salesmen in this com- 
ng Robot age. 


A Tire Cover 


Here’s the story of how a line of ad- 
vertising on a spare tire cover and a 
man’s good memory combined to sell 
an automobile policy. Henry Holland, 
agent in Buffalo, N. Y., for the Aetna 
Life, has given the following interesting 
account of the sale to the July “Aetna- 
izer.” He said: 

“Not long ago a man stepped into the 
office and asked me if I wrote automo- 
bile insurance. My. reply was very 
quickly forthcoming, and the searcher 
for protection was soon insured. 

“Realizing that this incident was a lit- 


Sells a Policy 


tle out of the usual nature of things, 
I asked my newly acquired client how 
he happened to come into my office for 
insurance. 

“It seems that this man’s business is 
developing and printing snap shots. A 
year and a half before, he had devel- 
oped a small photo of a little girl seated 
on a kiddy car with my spare tire for 
a background. When he was later in 
need of automobile insurance, he re- 
called my name and slogan on the tire 
cover, and—oh well, it was an easy sale 
to close, thanks to advertising.” 








H. B. WATFIELD’S NEW POST 

Howard B. Watfield, who has been 
with the Aetna Casualty & Surety for 
the past eight and a half years, has 
resigned to accept the post of superin- 
tendent of the underwriting department 
of the Richmond, Va., branch office of 
the Commercial Casualty. For the past 
six years he has been with the Rich- 
mond office of the Aetna Casualty & 


Surety. He is originally from Phila- 
delphia. 
Pa 


CEDES BUSINESS TO GEN’L C. & S. 


The Republic Casualty & Surety of 
Chicago recently ceded its business to 
the General Casualty & Surety of De- 
troit. Both companies for some time 
have been owned by the same interests. 
The transaction is not a merger, how- 
ever, as the Republic will retain its char- 
ter and capital structure. It will simply 


cease doing an insurance business for 
the time being. 


M. L. BROWN REAPPOINTED 





Mass. Commissioner Named by the Gov- 
ernor For 3-Year Term, Dispelling 
Rumors to the Contrary 

All rumors that Merton L. Brown, in- 
surance commissioner of Massachusetts, 
would not get his permanent appoint- 
ment to office until he had satisfied Gov- 
ernor Allen as to his efficiency, were dis- 
pelled late last week when the Governor 
sent Commissioner Brown’s nomination 
to the Council for confirmation to suc- 
ceed himself for a term of three years. 

It will be remembered that Mr. Brown 
was appointed commissioner of insurance 
to fill out the unexpired term of Wesley 
E. Monk but was not reappointed upon 
the expiration of his term in April, the 
Governor allowing the appointment to 
remain in suspense for several months. 
This situation aroused some comment to 
the effect that he would not be given 
permanent appointment until he had pre- 
pared his 1930 schedule of compulsory 
automobile liability rates, which must be 
ready on or before September 1. 

There was general satisfaction in the 
Bay State upon the reappointment of 
Commissioner Brown inasmuch as he is 
well liked by his associates in the Mass- 
achusetts department and company men. 














“... and the ball struck the caddie 
right over the eye, and Myrna told 


me it would have cost her nearly 
$300 if she had not had that 
new ‘Sports Liability Endorsement’ 
on her automobile insurance.” * 





‘Equitable in Practice as in Name” 


clients. 


Equitable Casualty @ Surety Company 


JOHN L. MEE, President 


Agents representing this com- 
pany know that they have the 
most modern policies and the 
fullest coverage to offer. 
knowledge brings sales confi- 
dence and wins recognition from 


Our executives are agency- 
minded in all their dealings with 
producers. 
themselves been agents and are 
thus equipped to give agents’ 
problems careful, personal and 
understanding attention. 


That 


Most of them have 








1E) 


*MR JOHN L. MtE, Pres. 
Fquitable Casualty & Surety Co, 
2 Lafaye'te St. 

New Yo k City. 


Dear Mr. Mee: 
1 am interested in learning more about the “Sports Liability 


Endor ement’’ you bave originated and about the advantages of 
your company. 
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Stnndardined Forms For 
Boiler And Machinery 


ADOPTED BY RATING BUREAU 

Extra Coverages Now Contained Within 

the Policy; No Endorsements Neces- 
sary; Maryland Cas. Explanation 


Member companies of the Boiler & 
Engineering Insurance Service Bureau 
have recently taken action on simplify- 
ing and standardizing their policies for 
steam and boiler and machinery cover- 
age. This step has come about after 
years of study and effort with the re- 
sult that the new standard forms will 
make it much easier for agents to han- 
dle incoming business. The Maryland 
Casualty, one of the member compa- 
nies, has given an understandable ex- 
planation of the changes made in its 
current house organ which follows: 

The New Boiler Policy 

“The new boiler policy simplifies mat- 
ters by not requiring the endorsements 
formerly required to extend coverage to 
include steam pipe coverage, or defining 
refrigerating systems or extending the 
policy to include furnace explosion or 
cracks and fractures on cast iron boiler. 
All of these extra coverages are now 
contained within the new policy and 


made effective provided an additional 
premium is charged, and, furthermore, 
provided that the column designated for 
these extra coverages is made effective 
on the respective schedule endorsments. 

“Th new policy is not limited in its 
coverage solely to objects commonly 
known as boilers, but is designed to pay 
for loss or damage to many forms of 
standard constructed pressuré vessels 
and special apparatus operated under 
the pressure of steam, water, oil or non- 
explosive gases. 

“The advantages of the new contract 
are outstanding in their significance 
from various phases, principally that all 
the coverage which the companies are 
able to provide is contained in the con- 
tract or in the schedules as the direct 
form of liability or as a possible alter- 
native or an extension if required. It 
leaves no chance for any uncertainty on 
the part of the assured to lack of knowl- 
edge of a certaii: coverage that might 
be available and not explained. This is, 
of course, with that always present pos- 
sibility that the assured may not have 
read his policy. 

“In the past when the extra cover- 
ages were handled by separate endorse- 
ments, there was nothing in the policy 
itself to indicate that these other cov- 
erages could be secured. But in the new 
policy, unless the various optional cov- 


erage columns are marked ‘included’ or 
‘excluded,’ the company has the direct 
evidence which no practical assured can 
fail to note, that there is a chance of 
buying certain valuable protection under 
this contract. This advantage is far- 
reaching since the agent who must han- 
die the policy cannot now claim that he 
knows nothing about these coverages be- 
cause he has it right in front of him in 
the policy. 
The New Machinery Policy 


“The new machinery policy does not 
present so radical a change in the meth- 
od of handling machinery insurance as 
did a similar adoption of the standard 
boiler and pressure vessel policy. For 
the past year or more the companies 
have been using what might be termed 


the jacket form policy that merely con- ' 


tained an insuring agreement and the 
necessary conditions and agreements, but 
no schedule for ‘the objects to be in- 
sured, and no definitions of ‘object’ or 
‘accident. Therefore, the new standard 
machinery policy is but a slight revi- 
sion in form. 

“The policy jacket of this contract is 
word for word like the boiler contract, 
but they were kept in separate forms 
because of the wide differences between 
the class of objects insured under a 
boiler schedule and those insured under 
a machinery schedule. This policy, like 





LITTLE STORIES from the FILES of a 
GREAT INSURANCE INSTITUTION 


termined to build a_ break- 

water. The contract for its 
construction had been awarded to a 
contractor of experience, well quali- 
fied to perform the job. However, 
his quick assets were limited and he 
faced difficulties in securing the nec- 


‘i: City of Muskegon had de- 


essary Surety Bond guaranteeing the 
completion of the contract. Needing 
bond immediately, he appealed to a 
local insurance agent. 

The Agent represented an eastern 
company and he realized that the 
complexities of the situation would in- 
volve lengthy correspondence before 























Continental Casualty Company 


Continental Assurance Company | 
Chicago - Illinois 





the bond could be issued. Casting 
about for a solution of the problem 
he thought of Continental, con- 
veniently located nearby, and by 
telephone he arranged to send his 
client in to the Home Offices, that 
the latter might personally explain 
his situation to our Surety executives. 
Upon the arrival of the contractor it 
was found that although his ready 
cash was limited he owned $150,000 
worth of machinery, and in addition, 
he declared that he had a $50,000 
line of credit with his bank to finance 
the job he had undertaken. His 
banker verified his statement by tele- 
phone and Continental promptly is- 
sued the desired Bond, which the con- 
tractor took back to Muskegon with 
him the same evening. The Agent 
collected a substantial commission and 
won the good will and business. of a 
valuable client. Recognizing good 
service, he also took on Continental 
representation. 


This case is but one of many exam- 
ples of the unfailing service the Con- 
tinental Companies offer to insurance 
field men. A staff of highly-trained 
executives and a Home Office organi- 
zation of nearly 1,000 competent em- 
ployees stand in constant readiness to 
render business building, profit-win- 
ning assistance to Continental repre- 
sentatives. 





the standard boiler contract, is not com- 
plete without the attachment of one or 
more schedule endorsements, which by 


their headines nlainly chow the kind of 
ohiect to which they will annly.” 

There are twelve machinery schedules 
which means that practically every 
known form of machine whether it is 
merely mechanical or electrical can he 
insured against loss or damage resulting 
from tis breakdown. 

Insuring Agreement 

The insuring agreements for both 
boiler and machinery standard policies 
are alike, to wit: 

Pay the assured for loss on the .prop- 

erty of the assured including machincs 
in which the accident originated. 
_ Pay the assured, provided coverage is 
included in the insuring agreements of 
the policy, expediting expense for rush- 
ing their repair job. 

Pay to the extent of any indemnity 
remaining, after payment of the above 
two items, the assured’s loss for his 
liability to property of others and loss 
of use of property of others. 

Pay to the extent of any indemnity 
remaining after the payment of the 
above three items on account of as- 
sured’s obligation to pay by reason of 
liability for death or injury caused by 
an accident, but subject to the limit per 
person stipulated in the insuring agree- 
ment, which is furthermore subject to 
the limit per accident. This coverage 
is limited to public liability in the policy 
but can be modified, if the state law per- 
mits, to also cover employes. 

Pay, irrespective of limit of accident, 
all court costs against the assured in 
legal proceedings defended by the com- 
pany in accordance with sections 3 and 
4, above and all interest accrued after 
any entry of judgment rendered in con- 
nection therewith up to the date of pay- 
ment by the company of its share of 
such judgment, and all expenses incurred 
by the company for such defense. 

Use and Occupancy and Consequential 

Damage 


In addition to the above provisions 
for paying for direct loss, coverage may 
be sold and included by endorsement for 
indirect losses that are results of acci- 
dents, namely, loss due to spoilage of 
stock or other products in storage that 
is in consequence of the failure of the 
boilers or machinery. This is known as 
“consequential damage.” 

Also the assured’s loss of income or 
production by reason of accident due to 
his inability to carry on his business, or 
in other words, “use and occupancy in- 
surance.” 

New standard forms have been adopt- 
ed for both of these coverages which are 
very superior to the forms heretofore 
used, 





NEW ACCIDENT POLICY 


Maryland Casualty Contract Meets In- 
creasing Hospital Expenses; Issued 


To Both Men And Women 


The Maryland Casualty has put out a 
special accident policy designed to meet 
the increasing cost of surgical operations, 
hospital and nursing attention incurred 
on account of accidental injuries. It 
is issued for a principal sum payable 
for death by accident and proportionate 
amounts for the loss of limb or sight. 
For any injury an amount not to ex- 
ceed 5% of the principal sum is payable 
for the cost of hospital or gracuate 
nurse attention. 

In addition to this, surgeon’s fees are 
payable for specified amounts. Hence, 
under a policy issued for a_ principal 
sum of $10,000, the insured woul! be 
reimbursed for his hospital or gradu- 
ate nurse expenses up to $500, and he 
would also receive a sum ranging from 
$20 to $200 to pay his surgeon’s bill if 
the injury required a surgical operation. 

The policy may be issued to men an 
women, whether employed or wnem- 
ployed, age limits 18 to 59 years, inclu- 
sive. 
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Public Indemnity Is 
Making Rapid Strides 


NOW ENTERED IN TEN STATES 





Applications Pending in 10 Other States; 
75 Agents Appointed; Company 
Getting Its Share of Business 





The Public Indemnity of Newark, al- 
though but three months old, has made 
consistent progress in establishing 
agency contacts and opening branch of- 
fices. The agency staff now consists of 
about seventy-five agents located on the 
Pacific coast, middle west and in New 
Jersey. 

The Pacific coast territory is under 
the supervision of G. A. Archambault 
who is developing the territory rapidly. 
In making his selections of general 
agents he has appointed Thomas A. 
Humphrey at Los Angeles and R. B. 
Robinson at San Diego. 

The western department of which 
C. C. Blackwell is resident vice-presi- 
dent, has so far named some fifteen 
agencies in the middle west states in 
which the company has been licensed. 
In New Jersey about forty agencies 
have been appointed. 

Mills Making Coast Appointments 


The company has been licensed to do 
business in ten states, namely, New Jer- 
sey, its home state; California, Dela- 
ware, Illinois, Indiana, Maryland, Michi- 
gan, Minnesota, Rhode Island and Ohio. 
Licenses are pending in ten other states 
in the east and west. The company 
also plans to make applications to some 
of the southern states. 

The company occupies spacious quar- 
ters in the Industrial building, Newark, 
and within the next year will occupy the 
entire front suite on the seventh floor. 
In addition the company has established 
a small printing department of its own 
whereby circular letters, forms and bul- 
letins can be printed quickly and under 
the supervision of the officials of the 
company. 

E. V. Mills, vice-president and secre- 
tary of the company, is expected to re- 
turn from the coast this week where he 
has been for sometime perfecting an 
agency system. He will also put into 
effect agency systems in other. territo- 
ries, 

Although no premium figures could be 
obtained from the home office this week 
as to the exact amount of business done 
since the company started, it was stated 
by A. L. Johnston, vice-president, that 
the Public Indemnity had done remark- 
ably well. The company is writing all 
casualty lines, including compensation, 
but will not write engine or boiler cov- 
erage. 





ELECTED A DIRECTOR 





J. W. Donahue, Philadelphia Vice-Presi- 
dent, Honored by Maryland Casualty; 
J.K. Shaw on Executive Committee 


John W. Donahue, resident vice-presi- 
dent of the Philadelphia Branch Office, 
Maryland Casualty, was honored last 
week by being elected a director of the 
company, succeeding the late James L. 
Sellman. John K. Shaw was appointed 
to the executive committee to fill the 
vacancy caused by Mr. Sellman’s death. 

Mr. Donahue was appointed resident 
Manager for the Philadelphia office Oc- 
tober 1, 1900. Under his direction this 
branch has grown to be one of the most 
Mportant offices of the company. In 

l he was made resident vice-president. 

e came from Boston in 1898 to Phila- 
delphia as resident manager of the 
Union Casualty. After the purchase of 
this company by the Maryland Casualty, 

€ returned to Boston as special agent 
or the United States Casualty, but was 
Tecalled to Philadelphia by the Maryland. 


NOW IN 28 STATES 
The Standard Surety & Casualty has 
entered Arkansas, making the twenty- 
fighth state in which the company has 
€n licensed, 





Gt. Eastern Casualty 
May Start Next Month 


TO SPECIALIZE IN AUTO LINES 





N. J. Company Capitalized at $150,000; 
C. N. Fowler, Former Chairman 
House Currency Committee, V.-P. 





The Great Eastern Casualty, organ- 
ized the latter part of 1928 in New Jer- 
sey, contemplates starting to write busi- 
ness about the middle of next month, 
according to an announcement made last 
week at the offices of the company lo- 
om in the Industrial building, New- 
ark. 

The capital of the company has been 
placed at $150,000 with a surplus of a 
similar amount. It will write liability 
and property damage at equitable rates 
on al! automobiles of the private passen- 
ger type. The company also plans to 
establish an agency system throughout 
the state and will make application for 
licenses in other states. 

Officials and Directors 

The officers of the Great Eastern Cas- 
ualty are president, Emanuel Sinclair 
Margulies, who is also president of the 
New Jersey Realty Co., Zender Invest- 
ment Corporation, New Jersey Mortgage 
Corporation, Marpole Airways, Inc., and 
the Baltic Title & Mortgage Guaranty 
Co.; vice-president, Charles N. Fowler, 
formerly chairman of the Banking & 
Currency Committee of the House of 
Representatives’ at Washington, D. C.; 
treasurer, Henry Livezey, president, 
Livezey Surgical Supply Co. of Newark. 

The board of directors, in addition to 
the officers, consists of Charles H. Bond, 
former president, Bond Clothing Stores; 
Serge Halman, Aeolian Co. New York 
City; Prof. John W. Wetzel, Columbia 
University; Harold T. Stanton, presi- 
dent, Foreign Chemical Co.; Alfred H. 
Corwin, president, Plantagnet Corpora- 
tion, East Orange; and Percival Mallory, 
president, International Mortgage Cor- 
poration, New York City. 

In preparation for the writing of bus- 
iness two additional offices have been 
taken by the Great Eastern Casualty in 
the Industrial building. 





UNDERWRITERS’ AGENCY GAINS 





N. J. Auto Club Insurance Concern Re- 
ports 25% Monthly Business Increase 
For First Six Months 
Harry D. Bowman, president, New 
Jersey Automobile Underwriters’ Agen- 
cy and manager of the New Jersey Au- 
tomobile Club, with which the insur- 
ance agency is affiliated, has reported 
that the agency for the first six months 
of its existence has shown a monthly 

increase in business of about 25%. 

Insurance through this agency is for 
club members only. Policies are placed 
with the National Retailers’ Mutual and 
the American Motorists. The Lumber- 
man’s Mutual Casualty is the underwrit- 
er for both companies. 

The club membership campaign asso- 
ciated with the insurance feature has 
shown a large increase for the past 
month, 131 members having been elected 
with 100 applications still on file. 





PLUNKETT V.-P. OF CLAIM ASS’N 


Joseph A. Plunkett, manager, compen- 
sation claim division, New York office, 
Union Indemnity, whose able article on 
the “Medical Situation From the Com- 
pany Angle” appeared in last week’s edi- 
tion of The Eastern Underwriter, is 
not a vice-president of the company as 
was erroneously given but holds this 
post in the New York Claim Associa- 
tion. 





RATES INCREASED 4.1% 
Minimum rates for workmen’s com- 
pensation insurance in California are in- 
creased 4.1%, effective as of August 13, 
under the new compensation manual 
which was ‘issued last week by the Cali- 

fornia Inspection Rating Bureau. 
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British Paper Uses Coupon Insurance To Get 3,000,000 New Readers 


(Continued from Page 1) 





people were either killed or injured. The 
size of the benefits and the speed in 
which the loss was paid were eye-open- 
ers to the reading public. You may rest 
assured that “The Daily Mail” fairly 
screamed the facts in biggest type across 
its front page. After that there were 
no doubters. 


Plan Closed Over Telephone 


Some Americans think that the British 
are slow to act. Sometimes they are, 
but that they can speed up is indicated 
by the way in which “News of the 
World” decided a fortnight ago that it 
wanted to use coupon insurance to build 
up its new 3,000,000 circulation. 

The business manager of “News of the 
World” called up the Eagle, Star & 
British Dominions, described what the 
paper wanted, and asked: “What are 
your terms?” “Perfectly satisfactory,” 
was the response when told. Then came 
the next statement: “We want to start 
next Sunday.” “Righto,” said R. A. 
Moore, accident manager of the Eagle, 
Star & British Dominions and in charge 
of newspaper coupon insurance. 

And that’s all there was to the sale. 
The literature was sent to the paper and 
its next issue carried the announcement 
in big type, two column measure, on the 
front page. 

This is the way that readers of “The 
Daily Mail,” for instance, can be covered 
by insurance: 

They are obliged to order the paper 
for a month. The order is given to a 
newsdealer and he sends the name (reg- 
istration it is called), to the paper. If 
an accident or other loss happens, no- 
tice is sent to “The Daily Mail.” The 
paper passes the notice on to the Eagle, 
Star & British Dominions. The insur- 
ance company has its own staff in the 
newspaper office. The company checks 
up to see if the paper has been con- 
tinuously delivered; in other words, 
whether the insurance is in force. This 
is done by inquiring of the news agent. 
After the first month the reader is auto- 
matically covered by his continuing to 
subscribe for the paper. 


About 70% of Circulation Covered 


I called upon Mr. Moore to ask him 
a few questions about newspaper insur- 
ance. He is an especially capable young 
man who was educated at Surrey; began 
his insurance career as an office boy 
and joined the Eagle, Star & British 
Dominions in 1914. The newspaper in- 
surance end is simply one of his duties 
as his job really includes the manage- 
ment of all the casualty insurance. 

The first thing I asked him was 
whether the newspaper business was 
profitable. He said it was, but declined 
to tell what is the tariff (rate). 

“The tariff is built upon the size of 
the circulation, and is not large,” he 
said. 

Next I asked him about how much of 
the circulation is covered by insurance 
and his reply to that was that the av- 
erage is 70%. Judging by that the Eagle, 
Star & British Dominions will soon have 
about 1,000,000 policies in force with the 
“News of the World” alone in a few 
months. It is handled with a minimum 
of detail. 
if they knew the small amount of routine 
used in these transactions. I asked Mr. 
Moore if the company were not worried 
about malingering. 

“Not at all,” he said. “It doesn’t in- 
terest us because we pay fixed benefits. 
A man has his leg broken and for that 
accident a definite sum is settled. He 
may be incapacitated for six weeks or a 
year, but that is none of our concern 
as our end of the transaction is finished 
when our check goes out.” 

When it comes to broken ribs, how- 
ever, the story is somewhat different be- 
cause there are many such claims and 
it is necessary for a doctor to ascertain 


Americans would be surprised . 


whether the rib is really broken or 
whether the claim is a fake. 

The best human interest story which 
Mr. Moore told me in referenge to the 
newspaper coupon insurance was about 
the $250,000 claim of “The Daily Mail.” 
The accident occurred at Darlington, 
England, at 10 o’clock at night. The in- 
surance company was notified of the ac- 
cident by the news editor of “The Daily 
Mail.” On the following morning Mr. 
Moore sent a man by train and another 
by aeroplane to Darlington, in the mean- 
time checking the list of killed and in- 
jured with the newspaper’s registration 
list. The newspaper co-operated with 
the insurance company in getting the 
aeroplane. As soon as all the casualties 
were checked and facts obtained a check 
to the newspaper was sent and they were 
paid exactly forty-eight hours after the 
accident. 

A summary of benefits which such 
readers as those of “News of the 
World,” “The Daily Mail” and “Evening 
World” get, follow: 


THE EAGLE, STAR AND 
BRITISH DOMINIONS 
INSURANCE CO., Ltd. 

Of 42 Mosely Street, Newcastle- 
on-Tyne 


Head Office: 
1 Threadneedle Street, London, E. C. 2. 


Will, subject as hereunder, pay any Reg- 
istered Reader of the 


Evening World 


herein called the “Reader,” or, in case 
of death, the Legal Personal Representa- 
tive of a Registered Reader: 


Accidents of Travel 


1. £2,000 should both the Reader and his or 

her wife or husband be killed, or 

_£1,000 if the Reader shall be killed by an 

accident to a Railway Passenger Train in which 

such Reader is traveling as a fare-paying passen- 

ger or as a privilege ticket or pass-bearing Pas- 
senger. 


Steamer, ’Bus, Tram, Taxi, Char-a-Banc 
Or Passenger Lift 


2. £1,000 should both the Reader and his or 
her wife or husband be killed, or 

__ £500 if the Reader shall be killed by an 
accident—(a) to a Passenger Steamer or to a 
Public Omnibus, Tramway-car, Cab, Carrier’s 
Cart, Char-a-bane, or to any road vehicle con- 
structed or adapted for the conveyance of pas- 
sengers hired for a period of not more than four 
consecutive days from a regular hirer and driven 
by the owner or his employe, provided that such 
Reader is traveling therein as a fare-paying Pas- 
senger; (b) 10 a lift in which such Reader is 
traveling as a Passenger, Provided that the 
Reader be not the lift attendant or engaged in 
contruction or repair or be otherwise attending 
to the lift or gear connected therewith. 
3. £250 in case of an accident as defined in 
(1) and (2) above should such accident not prove 
fatal, but cause loss of a limb above the wrist 
or ankle or the loss of all sight of an eye. 
4. £250 in case of an accident as defined in 
(1) and (2) above should such accident not 
prove fatal, but render the Reader permanently 
and totally unable to do any work. 
5. £10 in case of an accident as defined in 
(1) and (2) above, should such accident involve 
a fracture of a bone other than those of the 
hands or feet of the Reader. 


Private Vehicle or Side-Car 


6. £500 should both the Reader and his or her 
wife or husband be killed, or 

£250 if the Reader shall be killed by any 
accident happening in a public thoroughfare to 
a private horse-drawn vehicle or private motor- 
car or a side-car attachment to a motor-bicycle 
in which he or she is being driven solely for 
pleasure, but including journeys to and from the 
Readers’ usual place of business or to and from 
the railway station en route to or from his or 
her usual place of business (not including busi- 
ness journeys), and including qualified members 
of the medical profession while making profes- 
sional calls; Provided that such motor-car or 
motor-bicycle is being driven by a duly licensed 
river, 


Street Accidents 


7. £500 should both the Reader and his or her 
wife or husband be killed, or 

£250 in case of death of the Reader if he 
or she shall, while a pedestrian (a disabled ex- 
Service man in a self-propelled vehicle shall be 
deemed to be a pedestrian) in a public thorough- 
fare be killed by accidental impact with a mov- 
ing vehicle or with an animal harnessed thereto. 
8. £10 in case of an accident as defined in (7) 
above, should such accident involve a fracture 


of a bone other than those of the hands or feet 
of the Reader. 


Accidents at Work 


9. £200 should both the Reader and his or her 
wife or husband be killed, or 

£100 in case of death of the Reader by an 
accident arising out of and in the course of such 
Reader’s business or occupation or employment 
or occurring whilst performing any work for 
which he or she is paid or expects to be paid. 

Sport 
10. £500 should both the Reader and his or her 
wife or husband be killed, or 

£250 if the Reader shall be killed while 
playing Football, Cricket, Golf, Tennis, Hockey, 
or Lacrosse on any recognized playing ground 
by an accident arising out of the game; Pro- 
vided that the Reader be not a _ professional 
player. 
11. £10 in case of an accident as defined in 
(10) above should such accident involve a frac- 
ture of a bone other than those of the hands 
or feet of the Reader. 


Drowning 


12. £500 should both the Reader and his or her 
wife or husband be _ accidentally 
drowned, or 

£250 if the Reader shall be accidentally 
drowned while, as a pastime, or while saving 
or endeavoring to save life, boating on or bath- 
ing in the sea at any seaside resort, or in any 
river or in any public swimming bath; Provided 
that the Reader be not a professional swimmer 
or boatman, and proof, satisfactory to the Eagle, 

Star & British Dominions Insurance Company, 

Ltd., of death by drowning shall be furnished 

within thirty days. 

Flying 

13. £500 should both the Reader and his or her 
wife or husband be killed, or 

£250 if the Reader shal be killed within 
the confines of the United Kingdom, the Irish 

Free State, or the Continent of Europe through 

an accident to an aeroplane or airship which he 

or she is entering or leaving, or in which he or 
she is traveling; Provided that the Reader is 

a fare-paying passenger, and that such aeroplane 

or airship is licensed to carry passengers. 


Cycling and Motor-Cycling Accidents 


14. £500 should both the Reader and his or her 

wife or husband be killed, or 
£250 in case of death or the Reader whilst 

riding a bicycle, tricycle, or motor- 

bicycle. 

15. £10 in case of an accident as defined in 

(14) above should such accident involve a frac- 

ture of a bone other than those of the hands 

or feet of the Reader. 


Home Accidents 


should both the Reader and his or 
her wife or husband be killed, or 
£250 in case of death of the Reader arising 
out of an accident in the home. 
17. £10 in case of an accident to the Reader 
whilst in his or her place of residence (includ- 
ing any holiday residence) and/or garden or 
private pleasure grounds attached thereto, should 
such accident involve a fracture of a bone other 
than those of the hands or feet of the Reader. 
Place of residence means the usual private apart- 
ments of the Reader or the place where the 
Reader has slept the previous night, or has ar- 
ranged to sleep on the following night. 


All Other Fatal Accidents 


18. £200 should both the Reader and his or her 
wife or husband be killed, or 
£100 if the Reader shall be killed by an 
accident of any kind not otherwise provided for 
under this Insurance, and not excluded by any 
of the conditions. 


Grand Stand Accidents 


19. £200 should both the Reader and his or her 
wife or husband be killed, or 

£100 if the Reader shall be killed by col- 
lapse of any grand stand in any recognized race- 
course or football or recreation ground which 
such Reader is patronizing as a spectator, hav- 
ing paid the prescribed charge for admission to 
such ground and stand. 


Burning Building Accidents 


20. £200 should both the Reader and his or her 
wife or husband be killed, or 
£100 if the Reader shall be killed by fire, 
panic or explosion in any licensed place of 
amusement which such Reader is patronizing 
as one of the audience, having paid the pre- 
scribed charge for admission thereto. 


Children’s Benefit 


21. £5 will be paid should any child of the 
Reader, being over six and under sixteen years 
of age, sustain an accident (accidents of em- 
ployment or pillion riding excepted) causing a 
fractured bone of the arm above the wrist, a 
fractured bone of the leg above the ankle, or a 
fractured skull, 


Provided Always: 


That the whole of this undertaking is subject 
to the following conditions, which are of the 
essence of the contract, viz., that (unless other- 
wise stated): 

(a) The scope of the Insurance, except as 
provided in (13) above, is restricted to accidents 
happening i» che United Kingdom, me Irish 
Free State, the Channel Islanas or the Isle of 
Man, and to steamers sailing from any port or 
place in the United Kingdom, the Irish Free 


16. £500 


State, the Channel Islands, or the Isle of 
Man, to any’ other port, or place in the United 
Kingdom, the Irish Free State, the Channel 
Islands, or the Isle of Man, or within the Ter. 
ritorial Waters thereof. 

(b) Death or loss of limb or sight must re- 
sult within thirty days after the accident, and 
as the direct result of bodily injury caused by 
accidental, external and visible means. 

(c) No payment for permanent disablement 
under (4) shall be made until such disablement 
shall have lasted continuously for six months 
from the date of the accident. In the event of 
any dispute as to whether disablement provided 
for in (4) is permanent and total, such dispute 
shall be referred to the decision of a medical 
referee (to be nominated by: the “Evening 
World”), whose decision shall be binding upon 
the parties. 

(d) Notice in case of injury or death shall 
be given at the earliest possible moment to the 
“Evening World” (Insurance Department) 6 
Eldon Square, Newcastle-on-Tyne, but in any 
event within fourteen days after the accident. 

(e) The Reader must be a postal subscriber 
of the “Evening World” or a Reader of the 
“Evening World” duly registered in the books 
of the “Evening World” as having given to a 
newspaper agent a signed order for the ‘Eve. 
ning World,” in either of which cases this in- 
surance shall, subject to the provisions of con- 
dition (1), hold good during such continuous 
period as the Reader shall receive the ‘Evening 
World” under such subscription or order, in- 
cluding any days during such period on which 
the “Evening World” is not issued, t not 
beyond 6 a. m. on May 9th, 1930. 

(f) The full benefits of this Insurance are 
only payable in respect of accidents as defined 
above, sustained by Readers over twelve and 
under seventy years of age. The only benefits 
payable to Readers over seventy years of age 
shall be half-benefits under (3), (4), and (5). 

(g) The wife or husband of any Reader 
ordinarily residing with him or her shall be 
deemed to be a Reader for all the purposes of 
this Insurance. 

(h) The respective benefits or allowances 
specified above shall be the maximum liability 
in respect of any one person for any one acci- 
dent, and in the event of the Reader claiming 
for more than one benefit the amount of the 
greater shall represent the maximum liability. 

(i) No compensation shall be payable under 
this Insurance for any injury, fatal or other- 
wise, sustained whilst the Reader is in a state 
of unconsciouness or resulting from: suicide or 
attempt thereat, intoxication, an overdose of 
drugs, insanity, war, riot, or civil commotion. 

(j) No compensation shall be payable for any 
accident happening whilst the Reader is riding 
upon a luggage or pillion carrier. of a cycle or 
motor-bicycle, or whilst driving without a license 
if required by law to hold a license. 

(k) Medical evidence as to the nature and 
extent of any injury, together with evidence of 
the continuous daily delivery of the “Evening 
World” to the Reader since the date of regis- 
tration, must be furnished when required. 

(1) The “Evening World” reserves the right 
to amend or terminate this offer at fourteen 
days’ notice. such notice to be published in the 
“Evening World.” 

(m) In the event of any dispute between 
the Reader or any claimant under this Insur- 
ance and the Eagle, Star & British Dominions 
Insurance Company, Ltd., or the “Evening 
World” as to any matter relating to this In- 
surance, the same shall be referred to arbitra- 
tion in London in accordance with the statu- 
tory provisions for the time being in force 
applicable thereto, and the obtaining of an 
award shall be a condition precedent to liability. 





“HUMAN RELATIONS” REVIVED 


Independence Companies’ House Organ 
to Appear in July in-a New Pocket 
Size; Retains Its Old Features 

“Human Relations,” the well-known 
and popular house organ of the Inde- 
pendence Companies of Philadelphia, will 
make its appearance again this month, 
according to a statement from the fiome 
office. This decision was reached at the 
recent general agents convention of the 
company in Atlantic City, when, by an 
overwhelming majority, the agents pres- 
ent voted to have the little magazine re- 
vived. They were emphatic in theif 
statements that it was very valuable to 
them. 

It will appear this time in a new ock- 
et size. Many of the old features, such 
as President Holland’s message, “!rom 
the Departments,” “The Question Box 
and “The Fire Section,” will be retained. 
In addition there are one or two neW 
features designed to be of assistance to 
the agents in selling the many coverages 
that comprise “Independence Complete 
Protection.” It will be published in July. 
omitted for the month of August, an 
then published each month commencing 
September 1, 





